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Apopular pump with tailored bow. 
Countess last. 21/8 heel. 
In Tandrite Calf, Color No. 313 
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HUBSCHMAN 


ike red in the 
color spectrum, Tandrite 
Calf possesses outstanding 
distinction in a highly com- 
petitive field . . . proving its 
superiority at every point 


of comparison. 


Fine texture, color of flaw- 
less exactitude, and a tire- 
less capacity for long wear 
..-are combined with the 
beauty and flexibility de- 
manded by eminent fashion 


designers. 


& SONS. INC... PHILA... PA. 
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Showing at the Hotel Commodore 


in rooms 847-849 during the New 





York Shoe Fair, April 28-May 1. 


Harry Moss in attendance. 





le SHOE CO. 799 TOWNE LOS ANGELES, CALIF. 


es second class metter 
Canedian rete $3.50 year.) 
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), Chestnut and 56th Sts, Philadelphia 39, Pa. Entered 
June 5, 1943, at the ( 


(Ine. 
under Act of March 3, 1878. Subseription price $3.00 per year. Printed in U.S.A. 





























Independence Is A Wonderful Thing! 





Holland-Racine Dealers 
place a high value on their inde- 
pendence and so do we. Seeing eye 
to eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it, through company stores. 


NATIONALLY ADVERTISED IN 
POST-COLLIER’S-LIBERTY* ESQUIRE 


PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY... 
Three comprehensive, Nationally Advertised lines — and as the ads say: sold only 
by independent dealers who are professional hands at shoe fitting; double assurance 
of customer satisfaction. 



































HOLLAND-RACINE SHOES, ine. micnican 
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WHITE is today’s “special” 
on Fashion’s menu. For those 
who like white in choicy, 
plump, service character 
leather, there is. nothing so 
tempting as Clover Kip. 


This sturdy, elder brother 
of calf is 


“THE WHITEST WHITE”-- 
and the white stays white. 


It’s washable, easy for 
customers to keep clean. 


G. LEVOR & C0., INC. 





Gloversville, N. Y. 


CLOVER KIP is a treat if 
you want bigger portions of 
the big business in shoes 

that must stand-up in service 
for all in the family. 


Ready to serve in lined 
and unlined weights. 


See Clover Kip in a shoe. 
You'll definitely prefer 
this mellow, whiter, 
non-shrinking leather 

to what you've been using. 





* since 1876 













oy es for him 
whose art is of 









No one disagreed with Rabbi Judah when he wrote of the tanners 
of ancient Babylon, ““A man cannot get along without a perfumer and 
without a tanner. Happy is he whose art is of perfuming, and alas for 
him whose art is of tanning.” For tanneries smelled then much the 
same as tanneries smell now. 


But the good Rabbi didn’t overestimate the worth of the tanner 
one bit. Throughout all history—as long as men have shod their feet 
—there has been no satisfactory substitute for genuine leather for 
solings. And owing to the scientific progress in tanning technique 


made by American Oak in the last sixty-five years, sole leather of a 
iin s superb quality undreamed of in Babylon is now available to the shoe 


manufacturer. Truly a sole tanned the American way makes any 
shoe a better shoe. 











THE AMERICAN OAK LEATHER COMPANY 
CINCINNATI CHICAGO ST. LOUIS BOSTON 
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THE OM WAY 


lo make a 
lop-qualily shoe 


@ “What must it sell for?” By this standard most 
shoes are made. And, because they're aimed at a 

primarily price-conscious market, material 
and labor costs must meet this price. 







Many supposedly “top-quality” shoes are 
also made this way. Not, however, 
Keith Highlanders. Their makers, the 
Geo. E. Keith Company, set as their 
standard the goal of perfection. 


To reach that goal. the Keith Com- 
pany spares neither time, skill 

nor materials. They ask themselves 
one thing only: “Is this the finest shoe 
we know how to make?~ And 

their answer must always be “Yes.” 


Matchless quality is the policy—a 

policy that is proved right by the 
increasing number of customers demand- 
ing Keith Highlanders. 


Keith Highlanders reflect a heritage of craftsmanship 
handed down through seven generations of the Keith 
family—a shoe making tradition 189 years old. 




















In shoes—as in shanks—fit is foremost. 





When you buy United Shanks, you can 





select the type that correctly fits the shoe bot- 





VITA-TEMPERED 
tom. You can be sure of shanks that are STEEL SHANKS | 
precision fitted to your run of lasts... and @ Are tough, hard, uniform 

@ fit like master models 
always uniform in bend and temper. @ clean, ready to use 


@ provide even balanced tread 











UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASS. 
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Only old-fashioned, skilled handcraft 
can produce SONGOS. Machines can- 
not duplicate what our hand-sewers 


plish with individually locked stitches 
on single piece vamps. 


808—Brown 
809—Red 


Start a Songo department on the min- 
imum kind of an investment—you'll do 
business pronto—and we'll keep you 
filled-in on sizes. Shipments in 12 pair 
containers. Send us a minimum trial 
order or a full size schedule on the 
shoes illustrated. You'll do a lot of 
re-ordering! 


April 1, 1947 









— the best in New England—accom- @ 








812—Brown 
813—Red 


AAA 6-9 
AABA 5-9 
Bac 3-9 
half-sizes, too 


genuine moccasins, 
hand-sewn vamps, 


FINE QUALITY 
LEATHER SOLES 
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is the leather that sells your shoes 
now that quality is king 


Statistics show that people have become 
accustomed to paying higher prices for shoes 
But, these customers of yours have changed 

— they will still pay the prices, but now they are 
value-minded. They demand quality. 

Cretan Calf, or any of the well-known Gallun 
vegetable tannages, imparts an atmosphere of 
quality. The unglazed finish of this superlative leather, 
with its rich, warm colors, has an aristocratic, 
luxurious appearance, Cretan Calf's supple 
softness is not affected by repeated wettings and 
dryings; its enduring comfort builds profitable 
friendships for your store. 

To maintain your sales volume in these days of 
competitive selling, feature Gallun leathers. 

All the leading manufacturers have them, so check 
the Gallun numbers when placing your orders. 

A. F. Gallun & Sons Corporation, Tanners, 
Milwaukee, Wisconsin 
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See GALLUN 
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After Five Long Years. . . 








On Display 
Horer New YorKER 
Rooms 718, 719. 720 
April 13, 14, 15, 16 
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only recently has Cambridge Rubber Company 
been able to bring back into production its 
beautiful fur trimmed, velveteen Motor Boot — 
a Cambridge Original. 


C created by expert stylists to complement 
not only milady’s foot but her finest coats and 
hats —the Motor Boot instantly met with nation- 
wide acclaim. Now, it is back to increase Your 
Sales Volume. Its flattering fur trim, its slender- 
izing fit, its soft velvety touch, PLUS its long- 
wearing warmth will relieve the long pent-up 
demand for its warmth and beauty. 


Cambridge Motor Boots now in two heel sizes— Cuban and high Cuban. 


CAMB R 


a Cambridge RUBBER COMPANY 


FURST in Poot Pachion 
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They're new as tomorrow ... bright as the high-school, 

college and career gals who'll be wearing them. 
They're young, they're gay, they're fancy-free . . . 
they're the shoes that go everywhere smartly. 

And because they're as low in price as they're high in fashion. .. 


We predict they'll be your Junior Hit-of-the-Year! 


COMMODORE HOTEL * ROOMS 653-655 





A few franchises are still available. Your phone or wire will bring you @ representative fram - Joy Shoemcher >, Dec. , Stlouis,Me. 
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IT STANDS FOR LABORATORY- 
TESTED RUBBER FOOTWEAR 







_ ah 
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“ * oes 
lt takes a lot of walking to flex Rubber BALL-BAND salesmen 
Footwear a million times, yet “flexing” aa — the a 
. ° 947 line of waterprooj 
machines like the one shown above enable and woolen footwear PAT. OFF. 190! 


BALL-BAND Laboratory technicians to 


flex test BALL-BAND Rubber Footwear 
a million times every 3 days—all in the 
interest of making good footwear still bet- 
ter. Another reason why more and more oo 
quality-conscious consumers and retailers 


look to the Red Ball trade mark for the 


best in Rubber, Fabric, and Woolen Foot- = aa 
wear MISHAWAKA RUBBER & RUBBER—FABRIC—WOOLEN FOOTWEAR 


WOOLEN MFG. CO., Mishawaka, Ind. 
THE RED BALL POINTS THE WAY TO PROFITABLE MERCHANDISING 
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we know the retailer is... and the consumer is 


... but are you ready for CLOSED TOES! 


rd ee see ; 
_ 
a 
AMERICAN PRODUCTION OF 


































by you we mean those shoemakers who have 
been wholly or largely making open toe 
shoes for several seasons. 





Perhaps you’re one of the many who fore- 





saw the current demand for closed toes and 
you're ready for action with bins full of 
smart closed toe lasts. Perhaps even now 
you're cutting closed toe uppers. Don’t wait 
until you’re ready to last shoes before 
learning all you'll need to know about box 
toes — not only the types required and how 





best to use them — but when you can be 
supplied. Not all box toes are readily avail- 
able. Neither are all types of equipment. 
Get your Beckwith agent’s recommendations 
as far as possible in advance of production. 











BOX TOES 


BECKWITH MANUFACTURING COMPANY 
Dover, New Hampshire 





Subsidiaries Agents 
Anpex-Rarsume Company Warcnt-Guawan Compant 
Watertown, Massachusetts St. Lewis, Missouri 
Becauwrrn Mrc. Co., Lro. C. J. Suoees, Inconronaree 
Sherbrooke, Quebec, Canada Milwaukee, Wisconsin 
Becxwrrs Mrc. Co. or Wisconsin Tae Geo. A. Sraivcueme Co. 
Milwaukee, Wisconsin Cimecinnati, Ohie 
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its own commenda 


“speaks for itself” to dealer and consumer. Fame doesn't 


need to be sought, nor a 
of 


ty is 


when it is the result of honest 


honestly sold. Air-Tred’s 


-praise 


ty construction, 


ilt its fame. Air-Tred shoes are built up to a standard, and not 


A good shoe needs no self. 


has 


It 


price. 


AIR-TRED SHOE CORP., AUBURN, MAINE 


down to a 











THEY TRY ’EM ON...TAKE 25 STEPS... 


“NEOLITE Soles need 
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Yes—Another Plus for NEOLITE- 
25 Steps Prove It! 





Credit NEOLITE with another big “extra”. . . a And we're stepping up excitement, too! 
sales demonstration that sells. Just tell customers—- We're telling everybody about NEOLITE Soles. Excit- 
“NEOLITE Soles need no breaking in” —and you're on ing ads in Life, Vogue, Harper's Bazaar and Parents’ 
the way to the fastest sale you ever made. And say— Magazine are spreading word to millions. Announce- 
after they take those "25 Steps” —they're sold! ments on radio from Coast to Coast are making 

What’s more, retailers say that the already time- millions remember NEOLITE. Don’t wait! Cash in on 
tested selling features of NEOLITE plus this actual the latest success of NEOLITE Soles by applying them 
demonstration are bringing more customers into to your men’s, women’s and children’s lines—now! 


their stores than ever before. “They want shoes with 
NEOLITE Soles!” GO opFy! EAR 


NEOUTE...1T.™. THE GOOC 


NOT RUBBER - NOT LEATHER - NOT PLASTIC - NOT FABRIC 


NEOLITE SOLES 
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CONVINCE THEMSELVES THAT 


no breaking in!” 
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L wert 2 pair of shoes Uhres cut letect model. 
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No other shoe sole has all these advantages! 





@ Needs no breaking in. 25 @ Forms a firm platform for 
steps prove it. the foot. 

e Far outwears leather—yet e@ Insulates the foot against heat 
light in weight. or cold. 

e@ Completely waterproof. e@ Most comfortable shoe sole ’ 

e@ Non-skid—wet or dry. ever made. 

e Helps keep the shoe in shape. @ Nationally advertised —radio, 

@ Does not mark floors. magazines. 


Plus these manufacturing advantages ! 


@ May be stitched or cemented. @ No wide price fluctuations. 
@ Stitches as easily as leather. @ Available in a wide range of 
e Uniform quality. colors. 





Only Genuine NEOLITE Soles 
ere marked ‘“‘NEOLITE” 
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\\\ 1/7, NO GOLD BRICKS 


|S NO GUARANTEED GUSHER 
NO ROCK CANDY MOUNTAIN 


NO SIX HORSE PARLAY 
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HONEST 
MEDWED 
MOCCASINS 











An Honest Dollar's Value for an Honest Dollar! 


APRIL 13-16 APRIL 28-MAY 1 
SHOE MFRS. FALL OPENING NATIONAL SHOE FAIR 
At the New Yorker At the New Yorker 
Room 644 Rooms 801-802 





In Attendance 


PINCHOS E. MEDWED 


EDWARD E. ROSEN 
MICHAEL H. ROSSMAN 


* 


MEDWED FOOTWEAR CO. 


BANGOR MAINE 


Factories at — BANGOR, SKOWHEGAN and PITTSFIELD, MAINE 
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SLep up. 


with Cambridge's 


“Rima ona 


ou “step up” sales— you 
“step up” profits when you have 
your customers step out in these Cambridge 
Prima Dona Slippers. 
There is always a reason for a demand such as we 
have been receiving on these slippers. Even in 
the 1946 season when ordinary slippers sold so 
poorly, the demand for Cambridge slippers was 
greater than we could supply. It’s because 
Cambridge slippers are made by Cambridge’s ex- 
clusive FLORIDA PROCESS — they are as flexible 


April 1, 1947 
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On Display 
HOTEL NEW YORKER 
Rooms 718, 719, 720 
April 13, 14, 15, 16 











as gloves with a “bounce-back-in-shape” counter 
. styled with brilliantly colorful rayon embroi- 

dery on warm, rich felt. 

Cambridge slippers are First in sales always... 


and always sell. 


THE Cambridge RUBBER COMPANY 


cAmMBRrRioGeE >, MASSACHUSETTS 





ag OHIO LEATHER COMPANY, cirard, onto 
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BROWN SHOE COMPANY 
ST. LOUIS. MO. 


* TRADE MARK AND PATENT APPLIED FOR 
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How to make (up to) *3-° EXTRA PROFIT 
on every dozen customers you sell: 


Read How This Remarkably Effective 
Foot Powder Appeals to All Your Women 
Customers—Most Men Too! 


@ Helps nylon stockings wear longer 


@ Helps women’s feet stay dry and com- 
fortable when they go stockingless in 


summer 


®@ Makes all shoes feel more comfortable, 
better fitting (less returns, adjustments, 


complaints) 


®@ Amazingly relieves feet that itch, burn, 
ache, perspire, chafe, exude unpleasant 
odors (“customer satisfaction” with every 


pair of shoes you sell) 


Sales Hint: just dust a little Meritt Medi- 
cated Powder in each pair sold—and use sell- 
ing points listed above. Then watch how daily 


profits-per-clerk increase! 


fhe vast majority of your women cus- 
tomers, whether they realize it or not, 
have some form of common foot trouble. 


And most of them do realize it. Their 
feet itch, burn, perspire—cause daily 
discomfort and suffering. And all women 
know that when their feet perspire, 
nylon stockings wear out quickly the 
year ‘round. In summer, when they go 
without stockings, their feet perspire all 
the more. 


Meritt Medicated Powder, especially 
made from well-known ingredients to 
remedy all forms of foot discomfort, 
now enables you to take full profit ad- 
vantage of this widespread condition. 
Every woman who comes in to your 
store — and plenty of men too — can be 
sold Meritt Medicated Powder for their 
feet. This means potential extra profits 
for you, on every pair of shoes you sell. 


Meritt Chemical Co., 
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* BURNING FEET 






* PERSPIRING FEET 
* CHAPED FEET 
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For many years, Meritt Medicated 
Powder has been a steady seller in the 
proprietary medicine field. This year, its 
makers are out to sell Meritt to Amer- 
ica’s 30,000,000 foot sufferers. With over > 
200,000,000 consumer sales messages a Over the air, in = cards and 
year, we are informing these suffering newspapers, and in great na- 
men and women that once they try tional magazines— Life, Ladies’ 
Meritt Medicated Powder, their foot Home Journal, Good Housekeep- 
discomforts and annoyances can quickly ing, Pathfinder, Parents—Meritt 
be at an end. Medicated Powder is being “pre- 


HEAVY NATIONAL 
ADVERTISING 














We are out to make Meritt Medicated sold” to consumers all over 
Powder as great a daily necessity as America! 
toothpaste, nail-polish or hair tonic. 
Display Meritt Medicated Powder on 


your accessory counter, and you can 
start making up to $3.00 extra profit 
on every dozen pairs of shoes you sell .. . 
from a $4.00 investment! 

Order direct from us. Price $4.00 per } 
dozen, display card included — plus 1/6 
dozen extra bonus goods. 


Greensboro, N. C. 















GREENSBORO 
N. C. 


POWDE 
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Compare ¢ Hound's 
Val-Cork Sole . . . 





Paw with 
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suction cup principle. 
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Says Filling Station Attendant + 
“The Vul-Cork Sole does not soak up oil as 
other soles do, and wear and stand up better 
than any sole I’ve ever used. They keep their 
shape well too — don’t bulge or get ragged.” 


Says a Large Express Company + 
“The employees using Vul-Cork Soles report that 
they have proven valuable as a protection 
against sliding and slipping on car doorsills, wet 
cement, modern platforms and car floors.” 


An Electrical Manufacturer Doesn't 
Pull His Punches in Speaking + 
“They are the best non-skid soles we ever had.” 


“ About Wearing Qualities a Rail- 
road Company says * “These soles are 
very good, lasting three times longer than ordi- 
nary soles under the same working conditions.” 


From a Prominent Steel Manu- 
facturer * “We tested Vul-Cork Soles in the 
open hearth department where practically all 
conditions such as heat, weather, rough service 
and other factors are found. Our men state Vul- 
Cork soles have stood up much better than other 
soles. We recommend them to anybody that de- 
mands a sole that would stand up under very 
severe conditions.” 


of every Vul-Cork Sole 


VUL-CORK SOLE Divis 


matched its 10 years of 
Original Vul-Cork Seal w 


Gh 


gm iy. 


Farmer calls Vul-Cork “‘A Farm 
Sole © “Those Vul-Cork Soles are really a farm 
sole, they wear farther than any sole I’ve ever 
worn, they grip on roofs and climbing so you 
don’t slip, they're really water-proof, and the 
farm acids that ruin other soles don’t seem to 
affect Vul-Corks the slightest, and I never had 
anything on my feet so good to keep out cold 
and heat.” 


A Milkman Praises Vul-Cork Insul- 
ation ¢ “I deliver milk for the . Milk 
Co., and I was out in all kinds of weather. They 
are the best soles I ever wore for comfort in 
winter and for being cool in summer.” 


About Comfort an Airline Company 
says *“ chief praise for the soles is that 
they are not soft and springy as crepe, and yet 
they are easier on the feet.” 


A Coke Manufacturing Firm Adds 
“Flexible . Excellent, easy on our feet and 
shock absorbing.” 


And these Three Quotes from Re- 
tailers * “We have noted a very marked 
growth in appeal and popularity pepping up our 
sales as no other single feature has done lately.” 

. “We think they are the best soles ever put on 
ashoe!”. . . “Results have been most gratifying; 
our service shoe sales have greatly increased.” 


THERE ISN’T MUCH LEFT FOR US TO SAY BUT THIS: — 
VUL-CORK SOLES by CAMBRIDGE are outs 
and long-wearing because of their unique Air-Cell construction. 
Sole after sole has copied Vul-Cork’s appearance, but none has 
hich performance. Always look for the 


tandingly surefooted 


h we are proud to display on the shank 


AMBR 


CAMBRIDGE RUBBER | COMPANY - i os 


On Display HOTEL NEW YORKER @ Rooms 718, 719, 720 @ April 13, 14, 15, 16 











ADS IN 
GENERAL MAGAZINES! 


Advertisements directed to adults and the 
whole family appear in popular magazines. 


ADS TO MOTHERS! | 


The “P-F” story told in special 
ads to mothers of growing 
children. 





ADS IN COMIC BOOKS! 


Millions of ads presenting ““P-F” in an en- 
tertaining, interesting manner to active 


boys and girls. 
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_ the strongest promotion 
“nampa i in FF pistory ! 


<P. °°’ isa LEADER 


for Canvas Shoe Business 





<P.’ is a SALES BUILDER |) 
and PROFIT MAKER 4 
backed by 
NATIONAL ADVERTISING 
DISPLAYS 
PROMOTIONAL MATERIAL 





Put it all together and it spells S-A-L-E-S! 
People everywhere will be seeing and reading 
the National Advertising and will want to buy 
the popular “P-F” Canvas Shoes. There are 
many new styles—many in color—for every 





member of the family, for spring and summer - 
outdoor activities. Plan early promotions and os 





get set for the biggest “P-F’ Canvas Shoe 
season yet! 





“P-F’Canvas Shoes made only by B.E Goodrich and HOOD RUBBER CO, 
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COLORS FOR FALL-WINTER, 1947-48: 


Tre ALLIED KID COMPANY is presenting its first full line of post- 
war colors for the Fall and Winter of 1947-48. 


BASIC COLORS: 


MIDDY BLUE (Admiral) 

INCA BROWN (Town Brown) 
CLOVE (Amber) 

JAVA BROWN 


ACCENT OR 
COSTUME COLORS: @ These colors are primarily intended for 


BERRY RED accessory accents with tweeds; for 


TOTEM RED 
WOODLAND GREEN 
AZTEC GOLD 
CINNAMON BROWN 


contrast; for matching sweaters. 


FOR the coming season, we are limited to coordinating suede finishes only 


for bags and belts, though we realize the great importance of thorough accessory coordi- 


nation. 


“roe ALLIED KID 
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WE realize our responsibility in selecting colors that will ultimately please 





the women of the country, our potential customers,as well as the manufacturers and retail- 


ers; therefore, we are working from an entirely new angle in putting out this line of colors: 


NEUTRALS: 

POTTERY BEIGE 

PEWTER GREY 
COORDINATING 
BROWNS: 

COPRA BROWN 


CHOCOLATE CARAMEL 
(GLACE CHOCOLATE) 


@ For combination in spat-type shoes, 
button oxfords, or new bi-colored suit 
version shoes. These colors have been 
given to the hosiery industry, so that 
the long unbroken line of color may go 


from hem to foot. 


@ For accessory wear with all colors. 


i is our intention also to work with gloves in the same way, and 


in that manner offer to women colors as they want to wear them. 


COMPANY “sz. 
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SEE Stindiline AT 


the Shoe Manufacturers Fall Opening 
HOTEL NEW YORKER, Room 552, April 13-14-15-16 
And at The 


National Shoe Fair 


HOTEL COMMODORE, 
Room 661 cos 


April 27-28-29-30 ie: ay "am 
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HE CABOT — In two tones. Straight tip medallion 

of selected White Buck with richly antiqued Brown 
pinked and perfed tip and foxing. Double soles, 

wide-wheeled sole edge. 

Stock #418 ran and White Buck Straight Tip Medaiilon. 
Leather sole and Rubber heel. 


Stock #504 as above. Antique Tan. 
Stock #510 as above. Antique Tan Biucher. ° 











00 


PER PAIR 
THE NEWPORT—Sport Oxford, with dressy 
2-tone wing tip. Selected White Buck 
trimmed with Nutty Brown, smooth lea- 
ther. Heavy perfs and pinking on vamp 
per end quarter; Double sole 
_ Stock 2410 resther sole, Rubber heel. 
Stock #413 as Above. All over White 
THE NAVAJO — For Buck Wing Tip. 
spectating or sporting Stock 7502 as above. Antique Ten 
@ snappy Moc-style sport Stoek 2503 ‘- din Steck Ks All Prices Slightly Higher 
shoe. Smocth Brown Kip Wing Tip. “ mee a“ Out of New Orleans Due to 






Upper, Mahogany finish an 
heavy Bar Sport sole or Double 
sole. Also in spikes for golf. 
Stock #40! par sport Sole. ACME SHOE CO., INC., 168 Lincoln St., 
Stock #400 resther sole, pr. $5.50. DUANE SHOE CO., 147 Duane St., 
Stock #5720 ‘ 

Stes # ) Outstanding golt shoo with ROYAL SHOE CO., 522 Ibberville St. 


April 1, 1947 


Additional Freight Costs and Handfing. 
Write Your NEAREST DISTRIBUTOR: 


Boston 1:, Mass. 
New York City 
New Orleons, La. 
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STEP 
AHEAD 
IN TOE 
COMFORT 


Irs like walking on clouds when toe linings are free from 
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sag and wrinkle. That's Celastic’s contribution to foot comfort— 
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for this box toe material joins lining did “doubler into. a three ply unit 
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that endures heat, rain or wear. 


Ce 


CES 


UNITED SHOE MACHINERY CORPORATION * BOSTON, MASSACHUSETTS 
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ADVERTISING 


Holiday and seasonal selling 
appeals lend extra effective- 


ness to the dramatic Sundial 


Spring. Large space, weekly 
insertions reach 7,500,000 
families, through 38 news- 
papers, with these timely 


Sundial advertisements. 





ponneas SHOE COMPANY 
ANCHESTER, NEW HAMPSHIRE 


DIVISION OF 
NTERNATIONAL SHOE COMPANY 














advertising campaign for 









One, two 
Buckle my shoe 

I wear SUNDIALS 
They're comfy, too! 
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Three, four, 
Here's more! 

Sturdy SUNDIALS 
In styles galore! 











You won't have to chase 
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o« The Gregg Companies, Inc., 
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have set up a permanent showroom 
at Room 430, Marbridge Bldg., New 
York—for your convenience and com- 
fort — not just for the coming shoe 
shows — not just for a day or two — 
but for every day—all year round— 
whenever you are in New York! 


©) BUILDING |} 


around the Shoe Shows 
fo find 








door is always open — so that you 
can always see,at your convenience 
the sensational, trouble-free casuals 
on the famous Rub-R-Rope soles for 
men, women, children — all at rock 
bottom, wrap-up prices! Remember 
Greggies, Rm. 430, Marbridge Bidg. 










26 NORTH KENTUCKY AVENUE, ATLANTIC CITY, N. J. TELEPHONE: ATLANTIC CITY 4-2706 
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That’s why Invincible Roll 
Setting Aluminum Eyelets 
in large sizes are so prac- 
tical and desirable for 


children’s shoes. 


per Py 


COLORS 
They are available in Pink and 
Blue as well as in all other 
standard colors. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Always 


destined to be 





also makers of Sir Walter and LION [BRAND Shoes 
NATIONAL SHOE COMPANY e« 
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basic styles 
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for the dealer who wants 
style 

volume 

protit 


4 well-balanced line . . . with a strong continuation run of 


carried in the young men’s 64% to 9 size range. 





Division of Craddock-Terry Shoe Corp., Lynchburg, Virginia 
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NATIONALLY ADVERTISED 
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. : White suede combined with Tan, = og 
White suede combined with Tan —— 
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Black, White and Brown suede, Black ~—- = 
Black tent leather, Brown kid, tent leather, genuine Silver and Gold SS 
Black, Red, Kelly Green and White id—all in 22/8, 17/8 and 10/8 heel. = 
suede. Matching leather platforms. Red and Green suede in 22/8 and 10/8 — 
23/8 heel. N & M widths. heel. Royal Blue, Gray and Beige suede ——— 
in 22/8 heel. All in N & M widths. —_— 
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White, Purple, Fuchsia, Red 
suede. 22/8 heel. Black patent 


Black patent leather, Black and 

Bison Pavan White sue, father, 22/8 and 17/8 heal ‘Alo 

kid and Wine kid. N & M widths. qulece, plus Wiech sucde. Yiiele 
A's to B 











White suede combined with Tan calf, 








: Blue calf, Red calf and Black patent —— 
——_ White suede combined with Tan calf, Blue calf, leather. Also availa in all-over —_—. 
SS Red calf and Black patent leather. Also in oo may bow = Re ee oe pre 
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Cover those toes with 


COLONIAL PATENT 


in rich 






the smart accessory color! 


Closed toes look smartest when made of leather that works well — 
and workability is one of the chief features of supple Colonial 


Patent. Your smart, new closed toe designs will scintillate 





in Hot Chocolate, the new success shade in Colonial Patent. 
“Write to us for a sample. 


COLONIAL TANNING COMPANY, INC. + Boston 11, Mass. 
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Color Dyeth- 














BE BE TONE 


It brings out the grain of the leather. It pro- 
vides unusual color depth and a hand-rubbed 
appearance. It’s Be Be Tone—the new tan 
shoe color finish. It rubs on and wipes off 


easily, without streaks, mellowing the tone 


of the leather and providing a uniform 
color base. 

You have a choice of sixteen warm color 
tones— golden browns, wines and mahog- 


anies— for “toning” any tan leather shoe. 


A Product of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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soves ane DANOLITE 


That means lighter and stronger than leather, no slipping 
on wet pavement, better insulation against heat or cold. 

See how easily it flexes, Madam? Nothing else will 
give you such flexibility and still provide such firm 
footing. Furthermore, DANOLITE* holds the shape of 
your shoe better, because it stays flat — never curls. It 
won't mark a floor, either. 

And talk about style! It comes in all colors, and you 
can see for yourself how thin it is. Yes’m, it'll be as easy 
for you to wear DANOLITE as it is for me to sell it! 


DANOLITE 


“THE SOLE REASON FOR BETTER SHOES” 


DANOLITE is available in slabs 
and soles, sveded if desired 






—_—_——~ 





ri 


DANBURY manufactures soling slabs 
in all irons — in white and all colors; 
molded soles for men’s, women’s, 
misses’ and children’s shoes; and 
sueded soles or slabs in natural 
leather color. The superior materials 
offered by DANBURY include 
SPRINGFLEX* and CREPEX*. 


“Trade Marks Reg. U. S. Pat. Off.» Danolite Division of the Danbury Rubber Company, Danbury, Connecticut 
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You are cordially invited to— 


MIDWESTS GREATEST 
FALL SHOE SHOW 


MORRISON HOTEL 
CHICAGO 


MAY 3-4-5-6-7 


CONDUCTED BY: 


SHOE TRAVELERS’ ASSN. OF CHICAGO 


ROOM 818, MORRISON HOTEL @ CHICAGO 2, ILLINOIS 


e centrally Located 


e Over 200 Manufacturer’s and 
Distributor’s Lines showing 


e style leaders for fall 
e shoes for every store 


Gala Shoe Men’s Frolic and Carnival 
Rio Cabana—Monday Night—Chicago’s Leading Night Club 


MAKE YOUR HOTEL RESERVATIONS NOW! 
Remember the dates—May 3-4-5-6-7 
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STRATOSPHERIC QUALITY 


There is no limit to the heights to which Evans quality may attain... and a 
very definite limit below which it never goes. Even during the recent years of 
shortages and unprecedented demand, Evans quality standards were not 
relaxed. Manufacturers of fine shoes may look to Evans, as they always 


have, for leathers of the finest quality that it’s possible to produce. 


THE PEERLESS QUALITY KIDSKINS-—GLAZED, SUEDE, LININGS, WHITE AND COLORS 


JOHN R. EVANS & COMPANY - CAMDEN, NEW JERSEY 
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Florsheim Shoes 


Mean business 


because Florsheim Means quality 


It’s no trade secret that Florsheim 
stands for quality—has for 55 years. 
This means continuing business 


for dealers in The Most Walked- Sx 
f . 


About Shoes in America. es, 





See these three—The Camper. 
The Tropical, The Caravan 


in the May | issue of Vogue. 





Life 


NATIONALLY ADVERTISED IN: /08¥e 
Town & Country 


Harper's Bazaar 





THE FLORSHEIM SHOE COMPANY ~- CHICAGO ~ Makers of Fine Shoes for Men and Women 
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zim newsreel 


by EUGENE J. HARDY 





Decision of the Office of International Trade to lift export controls 
on heavy hides (55 lbs and over), effective April 1, while retaining controls 
on lighter hides caught many Washington observers off guard. This was so 
because of repeated government statements that the controls were necessary to 
keep foreign buyers from bidding up domestic hide prices which would result in 
even higher shoe and leather prices. 

What then brought about this change of mind? There were many 
reasons. Simply stated, the decision to lift the export controls was based 
on indications that domestic supplies would be ample and the fact that man 
of the foreign ign factors reported on this page several weeks ago (Feb. 15) had 
changed radically. 

Domestically, the outlook for this year is about 22,500,000 cattle 
hides, the highest on record. 

In the foreign field, there were many factors which contributed to 
the change of mind. 

Briefly, the situation shaped up something like this: 

U. S. officials clearly recognized the world-wide need for hides, 
but they also recognized the fact that any exportable surplus in this country 
was very limited. Argentina is the biggest factor in the world market in 
quality hides, but until recently it was not known how many exportable hides 
were being held in that country. Within the past few weeks it was discovered 
that the Peron government, which rigidly controls all hide exports, was 
holding about 800,000 frigorifico hides and about 1,250,000 to l, 500, 000 
others. fhese hides were available for export and were accumulated since the 
first of the year. They were being held out of the world market because the 
excessive high prices being asked by the Peron regime were not being paid by 
impoverished European countries. Domestic buyers can purchase similar hides 
at considerably lower prices. The Peron government was also unsuccessful in 
its attempts to sell finished leather in Europe. 


When this hoard was discovered, the U. S. strategy changed, for it 
was quickly realized that if these hides could be forced into world markets 


the situation would ease greatly. 

It is firmly believed that the removal of export controls on heavy 
- hides will nt this purpose without endangering the domestic shoe and 
leather econo While domestic prices are expected to rise, there is little 
likelihood that “they Will go as high as those being asked by Argentina. The 
rise is expected to be only temporary. The impact of the increased avail-— 
ability of American hides should force Argentina to sell at considerably lower 
prices, and also force down the overall world price level. 

Officials also point out that the current domestic demand emphasizes 
lighter hides, which cannot be exported. It is also believed that after the 
initial flur foreign buyers will not figure largely in the domestic market, 
due to the world-wide lack of dollars. . 

Also contributing to the decision to lift the controls was the 
improvement in the accessability of certain forei raw materials. The British 
have agreed to permit the export of about 20 percent of African goat and kid- 
skins. China is resuming shipments, and the situation has improved slightly in 
New Zealand. 

Should it become necessary to replace the export controls, the 
Office of International Trade has this power until June 30, and President 
Truman has asked Congress to extend these powers for another year. 
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the Patent for 
active young feet 









No wonder so many famous makers of children’s shoes 
use Colonial’s black patent leather exclusively . . . for Colonial 
patent is noted not only for its flexibility and the ease with 


which it shapes and handles, but 


to take plenty of good - 


hard wear! 
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BOSTON 11, MASSACHUSETTS 
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Yes, Philip Aronov, creator of 
the California Process, used 
Genco heels when he dreamed 
up the newest improvements on 
his process . . . improvements 
which make a slip-lasted shoe 
with a seamless toe and rein- 
forced heel possible. Fellow 
Genco users understand Mr. 
Aronov’s choice. They pay a 
premium for Genco because 
Genco heels make better shoes 
easier to produce. 


The han 


s 
eel jy" Qu 











chose Genco 







Manufactured by the 
L. A. SHOE MFG. CO. 


Pasadena, California 






The all-leather oxford type platform illustrated 
is the first of Aronov’s new line... Notice the 
seamless boxy toe, the foot-hugging fit, the sturdy 
yet smooth construction. Mr. Aronov’s success in 
the creation of this smart new shoe is due, in 
part, to the fact that he used Genco shock 
absorbing heels ... the precision cut heels that 
follow last curves exactly from inside and 


outside arches to contours of last bottoms. 


GENERAL BOARDS COMPANY 2307 nortn sroanway ST. LOUIS 7, MO. 
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BOOT AND SHOE 





ONE OF THESE DAYS the art of 
selling will come back into its own 
and it is well to get a proper per- 
spective of your customers. 
“WHAT IS A CUSTOMER? A 
customer is the most important per- 
son ever in this establishment— 
whether his call is made in person 
or by mail. A customer is not de- 
pendent on us—we are dependent 











terruption of our work—he is the 
purpose of it. We are not doing 
him a favor by serving him—he is 
doing us a favor by giving us the 
opportunity to do so. A customer is 
not an outsider to our business—he 
is part of it. A customer is not a 
cold statistic—he is a flesh-and- 
blood human being with feelings 
and emotions like your own, and 
with biases and prejudices. A cus- 
tomer is not someone to argue or 
match wits with. Nobody ever won 
an argument with a customer. A 
customer is a person who brings us 
his wants. Our job is to handle 
them profitably to him and to our- 
selves.” .. . by Paul T. Babson. 


GREGORY J. TOBIN, executive 
vice-president of Shoes Associated, 
Inc., who during the war, was tech- 
nical adviser on shoes and leather 
for the Army Quartermaster Corps, 
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RECORDER 


has given the RECORDER an interest- 
ing resume of the development of the 
Army paratroop boot and ski boot, 
which played such an important part 
in the equipment of American troops 
for these specialized services. 
“These two boots,” says Mr. 
Tobin, “were the result of much pre- 
liminary testing by Army Ground 
Forces, the Quartermaster General’s 
Office and the Boston Quartermaster 
Depot, and the general specifica- 
tions were arrived at through re- 
quests by Ground Forces for certain 
features. One of these was a special 
heel for the paratroop boot and a 
lug sole and heel for the ski boot. 
“The suggested drawings for these 
items were sent to the Boston Depot 
and I enlisted the services of Bill 





Kavanaugh, of the Goodyear Rub- 
ber Company in working out the de- 
tails. He brought Thomas F. Crim- 
min into the picture and Mr. Crim- 
min worked out the basis for the 
new molds for both the heels and the 
soles. It took a great deal of skill 
on his part and a lot of hard work 
to turn out with such speed these 
important items. 

“Designs, lasts, patterns and many 
intricate details of manufacture, in- 
cluding the extremely important one 
of sole laying, were the results of 
equaily hard work on the part of 
many others, including Oliver Howe 


APRIL 1, 


1947 «© «© ® 


of the trade 


of the Boston Depot, Max Mayer of 
A. Sandler & Company and the 
United Shoe Machinery Corpora- 


tion.” 
+ >. * 


WILLIAM C. FOSTER, Under Sec- 
retary of Commerce, speaking be- 
fore the Annual Meeting of the 
American Retail Federation, said: 
“Retailers are now going through 




















a period of reconversion that de- 
mands basic decisions and basic ad- 
justments. Should retailers restore 
services that were discontinued dur- 
ing the war or keep operating costs 
to a minimum and rely on low 
prices and high volume to maintain 
a competitive position? Should they 
now make the adjustment from in- 
flated prices on consumer goods to a 
price level representing truer values 
in all lines? This adjustment can 
either be orderly, or it can be post- 
poned until it becomes critical. 
Faced with prices that may be too 
high to move goods rapidly, an early 
adjustment to make prices fit the 
market seems sound. This will be a 
dificult problem. Perhaps I should 
say the most difficult problem. You 
retailers, close to the consuming 
public and knowing just what the 
consumer will take, can help by en- 
couraging prompt adjustment. Best 
experience seems to indicate that an 
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early adjustment to a sluggish mar- 
ket is better than a late one. This is 
a problem which many face, and it 
can be solved only through sincere 
cooperation between supplier and 
dealer. You have settled such dif- 
ferences in the past. I believe you 
can settle them again—without the 
help or mediation of Government. 
For Government, I can only suggest 
that moderation now in pricing 
promises dividends later.” 





ABOUT PRODUCTION 





—Irving B. Babcock, president of 
the Aviation Corporation, in a 
talk before the Boston Confer- 
ence on Distribution, said: 

“There is only one thing that can 
raise our standards of living to even 
greater heights—and that is produc- 


“There is only one thing that can stop 
the mounting spiral of inflation—and 
that is production. 

“There is only one thing that can as- 
sure jobs for all who want to work— 
and that is production. 

“Production is nothing more than the 
collective result of applied capital, 
management and labor. Each has its 
duties and responsibilities. Any one 
without the other is practically helpless. 
No one element can long prosper at the 
expense of the other. Wage increases 
can be paid for only by increased pro- 
duction.” 


—After reading Mr. Babcock's 
statement above, I'm sure you'll 
agree that any further comments 
on my part are unnecessary. 


FU Te oe 


Presiderit 





JAMES LAZAR, buyer and mana- 
ger of the shoe salon in Powers Dry 


Goods Company, Minneapolis, 
Minn., says: 
“Open toe and heel shoes are still 


selling well here. Although there is 
a trend toward the more closed look, 
we think the open shoe will remain 
in favor during the Spring and Sum- 
mer seasons. The Fall season may 
see a more decided swing to the 
closed shoe. High shades are in de- 
mand for street as well as dress 
shoes. Favorite colors are those that 
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correlate with the new pink shade 
now in high favor for suits and 
coats. Blues and greens sell well 
and red is favored for a color note 
with black costumes. 

“Judging by the interest already 
shown in Spring and Summer foot- 
wear, this should be a very good 
season and we are optimistic about 
the outlook.” 


oe * . 


“A WORD ABOUT BELTS” from 
Dyelines and Bylines, published by 
Calco Chemical Division, American 
Cyanamid Company: 

“Foremost in the women’s fash- 
ion accessory picture these days are 
belts of all kinds. There are leather 
belts, plastic belts, cord belts, fabric 
belts, belts studded with nailheads 
or colored stones; belts dangling 
fobs or sporting huge buckles, etc. 

“Yet the old saying, “There’s 
nothing new under the sun,’ could 
certainly be applied to belts. A 
glance backward of, say, just a 
couple of thousand years would 
convince milady that the elaborate 
creations which brighten the acces- 
sory counters today are the out- 
growth of a trend which dates back 
to ancient times. 

“Back in the days of the Pha- 
raohs, a leather thong to gird the 
waist was part of the Egyptian cos- 
tume. At first it was regarded as no 
more than a useful accessory to 
bind the garments but gradually it 
took on a decorative and even sym- 
bolic aspect. To the later Greeks 





the absence of a belt denoted 
mourning, while still later the Cru- 
saders brought an innovation to its 
function when they fastened a purse 
to it, presumably containing alms 
for the poor. 

“Through the centuries, whether 
it was known as a belt, a cincture, 
a cinch, cordon, sash or girdle, the 








= 
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belt has at different times been dec- 
orative, symbolic and functional in 
purpose. But, with the many new 
developments in plastics, leathers 
and fabrics, there is a bright future 


for belts that are news.” 
= * a 


J). HENRY GENSLER, manager of 
Bishop’s Shoe Store, Mount Oliver, 
Pittsburgh, writes: 

“A few years ago | suggested to 
the RecorDER the inauguration of 
National Sport Shoe Week, which 
you did at that time, and the pro- 
motion proved highly successful. 
During the war, the idea was aban- 
doned, but now, when sport shoes 
are more plentiful again, I believe 
it would be advisable to revive Na- 
tional Sport Shoe, Week. May Ist 
to May 7th, inclusive, would seem 
to be the logical dates.” 

RECORDER is glad to pass the sug- 
gestion along to retailers for their 
individual consideration. 








“It's Pop's idea. Makes my shoes last longer.” 
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EDWARD C. ORR 


HENRY J. TAYLOR 


LAWRENCE B. SHEPPARD 


Presidents of Two National Associations Emphasize impor- 
tance of Big New York Showing, to Be Held April 28 to May 1. 
More Than 600 Manufacturers to Exhibit New Lines in Four 
‘ Hotels. Henry J. Taylor, Foreign Correspondent, Writer and 
Radio Commentator, to be Headline Speaker on Monday 


JN statements issued a few days 
ago, President Lawrence B. Shep- 
pard, of the National Shoe Manu- 
facturers Association, and Presi- 
dent Edward C. Orr, of the 
National Shoe Retailers Association, 
extended official invitations to shoe 
merchants to attend the coming Na- 
tional Shoe Fair in New York. 
Announcement was made at the 
same time that the headline speaker 
at the Shoe Fair luncheon meeting 
in the Commodore Hotel April 28 
will be Henry J. Taylor, well known 
radio commentator, foreign corre- 


spondent and writer. 
President Sheppard said in his 


statement: 


“As president of the National 
Shoe Manufacturers Association, it 
will give me great pleasure to extend 
to manufacturers and retailers a 
most cordial welcome to the Na- 
tional Shoe Fair which will be held 


in New York City April 28 to. 
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May I, 1947. This big buying event, 
which is another of the splendid 
examples of cooperation which ex- 
ists between manufacturers and re- 
tailers, will prove to be one of the 
most important trade events of the 
year. 

“More than 600 manufacturers 
of various types of footwear in all 
of the important price classifications 
are planning to exhibit in more than 
900 display rooms at the New 
Yorker, Commodore, Biltmore, and 
McAlpin hotels. At these exhibits 
retailers will find all of the newest 
and latest developments in footwear 
and will be presented with an op- 
portunity to learn of the new mer- 
chandising programs which have 
been developed by manufacturers. 
Retailers also will be privileged to 
learn at first hand details pegtaining 
to present-day supply and delivery 
problems. 


“As we turn our eyes to the future 


there are many encouraging signs 
which point to the continued pros- 
perity of the industry. Shoe manu- 
facturers are in a much better posi- 
tion today to fill the needs and wants 
of retailers than at any comparable 
period during the past few years. 
The productive capacity of the in- 
dustry is on a more stable founda- 
tion than it has been for some time. 
The supply of leather and other es- 
sential materials will undoubtedly 
be more adequate as we go into the 
future. Pgogressive manufacturers 
have conceived new and aggressive 
promotional campaigns which 
should be of tremendous help in 
aiding retailers to secure their right- 
ful share of the consumer’s spend- 
able dollar. Thus, practically all 
signs point to a much more satis- 
factory outlook than we have been 

confronted with for some time. 
“On behalf of the hundreds of 
[TURN TO PAGE 62, PLEASE] 
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Prosperous KANSAS CITY Demands 


Hard Working, Hard Playing Residents of Kansas City 
Make Good Money, Demand Quality in the Merchan- 
dise They Purchase. They Are Hard to Sell, but Once 
Sold, They Return Again and Again to the Stores Which 
Have Satisfied Them with Merchandise and Service. 


THE resistance of buyers to prices of shoes has not hit 
the Kansas City market yet, but retailers there know it 
is coming and predict that definite price resistance will 
be expressed in all lines before the end of the year if 
prices of shoes remain at present levels. Some small re- 
sistance has already been felt in shoes retailing at $20 
and over, but not as yet in shoes under that price. 

But there is a buyer’s resistance in Kansas City of 
an entirely different nature. Customers are not discuss- 
ing price much, but they are demanding quality in the 
shoes they buy, no matter what the price may be; qual- 
ity has become of the utmost importance and shoe men 
note that when customers decline to buy, the price fac- 
tor is never mentioned; it’s quality they talk about. 

And the shoe business in Kansas City is still very 
good, suffered only a slight drop over the first of the 
year, but has bounced back to pre-holiday levels. The 
largest volume of business is being done in and around 
the $8.95 price level, and most shoe men point out that 
this level is being maintained by the average $5-$6 
buyer who in Kansas City “still has money to spend.” 
Few dealers believe this condition will last throughout 
the year, however. 

Kansas City is the Midwestern meat packing capital, 


and the packing business is today going at full steam; 
workers are making good wages and are spending their 
money freely, for neither they nor the packers expect 
any decline in meat sales this year. Steady wages mean 
that packing plant workers have money to spend; it is 
the layoffs that hurt, and since none are expected in 
1947 their buying ability will probably hold up through- 
out the year. 

But here business is not all packing by any means, 
for Kansas City holds top spot in the Middle Western 
economy as a wholesale and manufacturing center, and 
these industries are spending some $50,000,000 in busi- 
ness expansion this year. There is little doubt in Kansas 
City business circles that the salaried worker is going 
to have plenty of money to spend all year, and if prices 
as a whole do not show further rises he’s going to have 
ample money to spend in the city’s shoe stores. 

Kansas City’s people are as truly metropolitan as 
those of any Eastern city; they are a mixture of all races, 
creeds, types, income groups or any other classification 
one may care to make. They live fast and hard, play 
to the full extent and on the whole make good money. 
Industrial unskilled labor has a wage rate exceeding 
65 cents an hour and unskilled building trades labor is 
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VALUE in SHOES 


by ERNEST W. FAIR 


Second in a series of articles on the 
shoe operations in American cities. 





BUSINESS FACTS ON KANSAS CITY 
Retail Sales, Kansas City, Mo., 1946 estimate ..... $395,000,000 











Above: Edward Baker, standing, 
manager of the Nettleton shoe 
department at Kline's, shows a 
new style to two customers. Be- 
low: Entrance of the department 
at Kline’s is attractively modern. 


A 


Retail Sales, Kansas City, Kan. 1946 estimate .... 73,000,000 


Gross Buying Income, Kansas City, Mo., 1946 est.... 750,000,000 
Gross Buying Income, Kansas City, Kan., 1946 est... 198,000,000 
Effective Buying Income, Metropolitan KC, 1946 est. 975,000,000 
Wholesale Trade, Metropolitan KC, 1946 estimate 965,000,000 


Retail Trade, Metropolitan KC, 1946 estimate ...... 325,000,000 
Estimate present expansion local industries ........ 50,000,000 
Population, Kansas City, Missouri ................. 450,000 
Population, Kansas City, Kansas ...............-.. 135,000 
Number Wholesale Establishments, Metropolitan KC 2,000 
Retail Establishments, Metropolitan KC ........... 9.950 





averaging better than $1.00 an hour today. Skilled work- 
ers average from $1.50 to $3.00 an hour, and even office 
workers are in the good wages classification. Profes- 
sional people working for wages consider $60 a week 
in Kansas City a small salary, and the average white 
collar worker has a weekly wage income of close to this 
figure. It’s definitely a city of good wages and wages 


that hold up all the year around, for there are few sea- 


sonal industries in Kansas City’s picture. 

A cost-of-living analysis shows that, using 1935-39 as 
the 100 per cent base figure, clothing items rose from 
98.2 in 1936 to 147.7 in 1945, food from 102.2 to 135.3, 
rent from 99.1 to 109.7 and house furnishings from 98.7 
to 142.1. These figures are said to be below those of 
average American cities of the same size. 

In addition to its city income Kansas City business is 
supported by a vast and prosperous agricultural area 
extending into Eastern Kansas and Western Missouri. 

By nature Kansas Citians spend their money freely if 
they desire something; they must be thoroughly sold if 
the desire does not come from within. They are cautious 
buyers, as evidenced by their current demand that 
quality be in the shoes they buy even though they are 
giving little consideration to the price factor. 

They form definite store friendships, too; a Kansas 
City shoe dealer who makes a determined effort to un- 















Below: Carl Harris, manager of Adler’s Shoe Store, 
waits on a pair of customers in his modern shoe salon. 
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Chandler's is one of the newer establishments. A 
two-story all-glass front makes it one of the city’s 
most attractive stores. 
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Extended windows produce an attractive front and 
increased window display space for Baker's. 


derstand the specific needs of his customers can have 
fair assurance that they will keep coming back to his 
store; even bargain sales will not ordinarily pull against 
this store loyalty. This idea has been particularly true 
of shoe stores who noted during the days of shortages 
that many of their customers would wait for the spe- 
cific store to fill their wants rather than search else- 
where. 

This store loyalty isn’t blind by any means; many a 
shoe retailer has found to his loss that he has to give 
his customers the specific styles and quality they want 
or that will be the last he sees of them. He has also found 
that Kansas City men and women are avid readers of 
advertising, that they read the shoe ads and that the 
women study the style sections of their magazines. 

This is so definitely a part of the Kansas City woman’s 


shoe buying habit that nearly all retailers study the 
magazines as soon as they are released each month, for 
they know customers are going to be in within a few 
days inquiring about the shoes reported therein. 


There has, of course, developed a definite style con- 
sciousness on the part of Kansas City women as a re- 
sult of this interest. This style consciousness extends all 
the way from the teen-ager to grandma and from the 
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This modern shoe clinic has proved to be one of the best 
business builders of Peck’s shoe department. 


variety store clerk to the society matron. One of the 
higgest problems of the Kansas City shoe trade is the 
constant search of the girl who works in the “five-and- 
ten” for the maximum style value in the limited price 
shoes she can afford to buy. If manufacturers wanted 

[TURN TO PAGE 70, PLEASE] 
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Above: The Miller Shoe Company is 
typical of Kansas City’s smaller stores. 


Left: J. J. Jaffe, manager of Hars- 


feld’s shoe department, ( 


standing) 


finds it advantageous te spend some 
time seeing that customers are waited 


on promptly and satisfactorily. 











KIDDIELAND 
\ d 


SPENCE 


Kiddieland section of Spence’s Shoe Store in Knoxville, Tenn., showing the 
handpainted wall decor and the ingenious shadow box displays contrived by 


hollowing out portions of the tree trunks. 


“KIDDIELAND™ 


Boosts Children’s Shoe Sales 


Closeup of one of the wall displays. 


These were 


created for the store by a local advertising agent and 


{T is no wonder that Knoxville, Tennessee youngsters 
are saying to their mothers, “Let’s go to Spence’s for my 
shoes,” for Spence Kiddieland is a veritable Fairyland. 
No longer is it a bore for youngsters to have shoes fitted, 
for the entire interior of the children’s section is re- 
splendent with Mother Goose characters portrayed in 


hand-painted pictures and cut-outs on the walls that * 


keep any child entertained. 

This original decorative effect was created by Joe 
Parrott, a local advertising agent. Each dramatic scene 
with its colorful characters and nursery rhymes is hand 
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are said to be unique. 


done in oil. The subjects include: There was a Crooked 
Man; Pat-a-Cake, Pat-a-Cake; There was an Old Wo- 
man; Humpty Dumpty; Old Mother Hubbard; Barber, 
Barber Shave a Pig; To Market, To Market; Mary Had 
a Little Lamb; Old Mother Goose. 

Cleverly designed apertures in the tree trunks form 
shadow boxes that harmonize perfectly with the back- 
ground and serve the practical purpose of providing a 
piace to exhibit some of the representative juvenile foot- 
wear. Every child who visits this section receives a sou- 
venir, whether or not a purchase is made. 

Shirley Spence, president of the firm, takes an active 

[TURN TO PAGE 75, PLEASE] 
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STORMY WEATHER & 
SHOES 2... 


More Styles, Types and Colors in Rubber 
Footwear to Be Available for Customers 
in the Coming Fall and Winter Season 








Above: Easy to wear is the women’s 
“Boston” boot, with its inside slide 
fastener and ability to fit over a wide 
range of shoes and heel heights. This 
waterproof boot comes in lustrous black 
or brown. A Ball-Band boot from Mish- 
awaka Rubber & Woolen Mfg. Co. 


Below: Clockwise: The Rubaloafer. The 

Flightboot, fleece-lined. Both from Hood 

Rubber Co. The Airliner, shearling lin- 

ing and cuff. Front slide fastener. Wo- 

men’s unlined oxford. Both from Good- 
rich Footwear Division. 





Above: Sno-Queen: fleece-tlined, 
shearling cuff, with slide fastener; 
brown or black mock lizard. Lone 
Star Boot: wedge heel, black satin 
finish, red trim. Women’s one-snap 
black oxford, silk finish, tan rubber 
lining. Servus Rubber Co. 


THERE will be more styles, more 
types and more colors in rubber At t 
footwear next Winter for women, 


girls and children. Red is the big —_ 
news in color for children and girls end | 
and, to a limited extent, for women. from 
Other colors will be black, brown 
and russet, in spite of the fact that 
this past Winter darker brown was 
preferred to russet and. black was 
more popular than brown among Abot 
teen-agers and office workers need- Moto 
ing boots for flat heel shoes. Com- — 
binations of colors have also been ing is 
used effectively in the new lines. strap 
Black with red is used very smartly cuff 


in children’s boots. Shearling cuffs wool. 

















have been contrasted in color in 
women’s boots with the rubber color. 

Each year makers of rubber foot- 
wear are realizing more clearly the 
importance of warm boots with 
shearling cuffs and shearling or 
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Sne-Pal Gay- 
tees, fleece-lined; shearling cuff. 
Right: Fleecelined St. Nick 
boot in combination smooth red 
and black alligator print. Both 
from United States Rubber Co. 


At top: Left: 


Above: Clockwise: Velveteen 
Motor Boot; fur cuff, front tie, 
rubber heel and sole. Child's 
Television; gusset permits tuck- 
ing in trousers. Child’s Brigade; 
strap draws in top. Shearling- 
cuff boot for girls, women; 
wool-lined. All from Cambridge 
Rubber Co. 
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fleece linings. The rubber-soled, 
lined boots with uppers of leather 
or other material that sold so ex- 
tensively during the war have had 
a strong influence in this direction 
[TURN TO PACE 69, PLEASE] 




















Above: Color returns to rubber footwear. 
Red tops varnished black on child's 
“Gypsy” boot. Gray fleecelined to be 
worn without shoes. Ball-Band by Mish- 
awaka Rubber and Woolen Mig. Co. 


Below: Rubberlined CGaytees oxford, 

four heel heights. New higher velveteen 

Gaytees boot, Kwik fastener at inside, 

two heel heights. Spectator boot in all- 

over rubber, Kwik fastener. All from 
United States Rubber Co. 














Below: F. J. Tomlinson, left, of 
Parker Shoes, Ltd., Leicester, Eng- 
land, manufacturers of Birthday 
shoes for children, watches Lady 
David-Douglas-Hamilton cut the 
cake at the recent opening of the 
Birthday shoe section at Lilley & 
Skinner, London store. Tom Lilley 
assists Lady Hamilton. 


Below, right: With interest in golf 
revitalized, shoes and apparel for 
the game promise to come into in- 
creased importance this Summer. 
Here, representing two eras in inter- 
national golf, Leonard G. Crawley, 
left, British Walker Cup veteran, 
meets Richard D, Chapman on 
Pinehurst, N. C.’s No. 2 course. 
Both are wearing the golf costumes 
adopted in their own 


SHOE NEWS 
PICTORIAL 


Sheila Ryan, left, and June Lang, right, display two pretty 
pairs of feet and legs as they concentrate on knitting sweaters 
between scenes of their current pictures. The two actresses be- 
came so adept at knitting sweaters for servicemen during the 
war, that they’ve adopted the practice for themselves. 


“Boots” was the subject of the third prize winner in an art contest 

of New York City high school students. John Leone of the School 

of Industrial Art submitted this entry in the competition which 
was sponsored by the Society of Illustrators. 





Iris Gunning was named winner 
of the contest sponsored by An- 
sonia Shoes, Philadelphia, to find 
“The Most Beautiful Legs in Phil- 
adelphia.” Miss Gunning won the 
title over 75 finalists before 900 
guests in the Latin Casino recently. 


Miss Ingrid Bergman, left, launches a nationwide drive for 
shoes for the children of Czechoslovakia, through the F oster 
Parent’s Plan for War Children, while Mrs. Edna Blue, 
Plan international chairman, looks on. Children’s used foot- 
wear can be sent to the Plan Merchandise Receiving Depot, 
New York, for shipment to Czech children. The Plan oper- 
ates children’s projects in eight European countries. 


Left: Gene Autry, cowboy-actor-singer, 
when not busy riding before the 
cameras or in rodeos, runs @ ranch 
in the San Fernando Valley. Here he 
tries on a pair of his many boots, 
some of which will be seen in his 
next picture, “Trail to San Antoine.” 











- ditorial outlook 


Shoe Trade Needs Open Markets 


WE don’t think there is any likelihood worth consider- 
ing that this country is going Communist or collectivist 
at any time in the foreseeable future. 

If it should happen that we are wrong, and if some 
such system should replace free enterprise in America, 
we doubt if it will come about either through the weird 
antics of our home-grown Communists or as a direct 
result of the expansion of Soviet influence. 

It would be rather more likely to happen, if ever it 
should happen here, as the final consequence of that 
creeping paralysis of free enterprise that could con- 
ceivably follow a gradual extension of government regu- 
lations, restrictions and controls. Take the freedom out 
of free enterprise and the chances are there won't be 
enough enterprise left to keep the system functioning 
smoothly and efficiently. Then business activity tends 
to slow down, unemployment increases, sales decline 
and you have the typical conditions that favor a depres- 
sion. If the depression is deep and prolonged, social 
revolution of one kind or another may result. 

So if we prefer our free economy, as the great ma- 
jority of Americans unquestionably do, the first objective 
is to keep it functioning freely. Beware of any kind of 
artificial regulation or control which, although it may 
seem advantageous from some points of view, ultimately 
tends to gum up the gears and slow down the machine. 
From this viewpoint, the end of export quotas on heavy 
hides may prove, in the long run, a constructive move. 

We have been rather fortunate in the shoe industry 
in being able to get rid of most of the wartime restric- 
tions that hampered our efforts for so many months. 
Production controls, style restrictions and price regu- 
lations are things of the past, so far as we are concerned. 
Unfortunately, however, we are still affected indirectly 
but to a very considerable degree by numerous foreign 
trade restrictions that. interfere with free access to 
sources of raw materials which we greatly need. Most 
of these restrictions were imposed by governments and 
agencies other than our own. They stand in the way 
of an early return to normal trade conditions and, 
moreover, there appears to be a growing peril that some 
of them may be frozen into a permanent pattern of 
postwar trade relations. 

In a statement which he made recently to the Com- 
mittee on Economic Foreign Policy of the Department 


of State, relative to the proposed International Trade 
Organization charter, Harold Connett, president of the 
Tanners Council of America, emphasized this danger. 

“The tanners of this country,” declared Mr. Connett, 
“have as great a stake in foreign trade as any other 
industry and they are deeply aware of the need for re- 
viving normal patterns of trade and eliminating the web 
of restrictions, controls, subsidies and discrimination 
which has inhibited the growth and revival of foreign 
trade during the past two years. . . . 

“As an industry with world-wide trade interests, 
which directly involve the welfare of the United States, 
we accept and support the broad purposes of the ITO, 
as stated in the suggested charter. It is our firm con- 
viction, however, that those purposes cannot be com- 
promised or abridged without destroying the validity 
and effectiveness of the ITO and any undertakings by 
members within the framework of the organization. . . . 

“In the opinion of almost all tanners who are in- 
volved in foreign trade, the future of world commerce 
is at a crossroads: Only one road is economically self- 
consistent; any departures, deviations or compromise 
with principle can only lead to further confusion and a 
multiplication of artificial, restrictive and depressive 
trade conditions.” 

Mr. Connett referred to the outright embargoes on the 
exportation of raw materials which have been imposed by 
various countries, to embargoes made effective through 
exchange control and differential buying and selling 
rates and to direct inter-government' arrangements for 
the purchase and sale of hides and skins. He felt that 
the suggested charter and the modifications sought by 
other countries would not meet the present necessity 
of eliminating trade inequities and discrimination. 

Prominent leaders of other industries have expressed 
apprehension as to the kind of trade arrangements that 
may result from proposals of our State Department 
affecting international trade under ITO. J. Howard 
Pew, of Sun Oil Company, senses danger of inter-gov- 
ernmental commodity cartels. He finds the language of 
the State Department’s proposal “so muddy and filled 
with so much double talk that it is difficult to say 
exactly what it does mean.” 

“Underlying the current multitude of proposals in 
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Why take chances with a shoe connection? 

A Selby franchise gives you the security of seventy years 
fine standing in the trade. Dramatic national ad- 
vertising brings traffic into Selby departments every where. 
The beauty, quality and comfort of shoes by Selby— 

the world’s largest makers of quality feature footwear for 
women—bring these customers back consistently, make 
them Selby boosters. The safe and sane way to 

build your department is the Selby way. 








EASY GOERS + PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 


S gh ARCH PRESERVER + ACTIVEMODERNS + TRU-POISE + STYL-EEZ 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver— Styl-Ecs— Tru-Poise— Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture—Ground Gripper—Cantilever) 


Los Angeles Offices: 316 HAAS BLDG. (Arch Preserver— Styl-Eez—Tru-Poise— Easy Goers) 
LANKERSHIM HOTEL (Physical Culture Shoes) 
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Fashion Co-ordination (Guide 
FOR FALL SHOE COLORS 


New, Exciting Fall Shoe Colors for Both Men's and 

Women's Shoes Call for Careful Selling So That 

the Shoe Harmonizes with the Costume. Here's a © 
Blueprint for More Co-ordinated Fall Sales. 


FOLLOWING up the announcement 
of the twelve colors for women’s 
shoes adopted for Fall 1947 by the 
joint committee of tanners, shoe 
manufacturers and retailers in co- 
operation with The Textile Color 
Card Association, Margaret Hayden 
Rorke, managing director of the lat- 
ter organization, has issued ad- 
vance leather samples of the new 
colors, with fashion notes, to the 
association’s members in the shoe 
and leather industry. The selection 
comprises: 


WOMEN'S SHOE COLORS 
Town Colors 

Glacé Chocolate 

Considerable style prestige is ac- 
corded this warm new chocolate 
tone for shoes, as it blends perfectly 
with ‘Fall costumes and accessories 
in the same distinctive color range. 
Very rich-looking with subtle bois 
de rose, peach tan and cream taffy 
shades, as well as blond, sand and 
greys. An extremely smart accent to 
deeper Victorian and _Directoire 
greens, also olive and mossy types. 
Highly sophisticated as an animated 
complement to the misty Icetones, 
including the frappé lime and frost 
white versions. 


Gypsy Brown 

This spirited medium brown con- 
tinues to gain fashion approval be- 
cause it harmonizes so well with 
many favored costume colors, as the 
smart attar of roses, mahogany and 
burnt brandy tones. Very effective 
with aqua, blue teal and soft tapes- 
try rose shades, as well as the vanilla 
blond and mocha range and a wide 
gamme of greens. Also an interest- 
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ing tone for accenting natural, 
beiges and greys. Especially pleas- 
ing as a contrast to the limpid Crys- 
tal Pastels. 


Amber Brown 

Remains a favorite version of 
lively golden brown, particularly for 
wear with tailored town clothes. 
Goes effectively with Fall costumes 
in the entire family of greens, the 
animated henna spice and other rus- 
set tones, aqua and deeper greenish 
blues, warm light coffee browns and 
beiges, champagne and_ golden 
shades. Likewise appropriate with 
navy and lighter nautical blues. 


Town Brown 
Firmly accepted as the preferred 
darker brown leather shade for all 


basic needs. Coordinates well with 
the neutral brown and beige range 
in costumes, also with medium and 
darker greens in pine or olive ver- 
sions, and with greys and brownish 
taupes. 


Fiesta Wine 

Wins increased distinction this 
Fall as a smartly contrasting shade 
with the fashionable new taupes. 
ashen tones and steel grey. Like- 
wise has high rating as a comple- 
ment to navy and medium blues, 
sandy beiges, and rich autumnal 
greens. Harmonizes beautifully with 
subtle mellowed rose tones, spar- 
kling claret and other rich Winter 
wine shades. Very high style with 
the black costume. 


Cherry Red 

This clear animated red acts as a 
refreshing stimulant to tailored town 
clothes in the importaft neutral 
shades of natural, beige and grey. 


Also lends a youthful flair to cos- 
tumes in navy and subdued lighter 
blues, aqua teal and greens in soft 
tones of linden, jade and lime. 


Black 

Black shoes continue their basic 
significance for Fall and Winter 
wear. They serve as the correct com- 
plement to costumes in violine tones 
of amethyst, plum and cyclamen 
and to taupes, greys and black. Ap- 
propriate in dressier types with the 
vibrant Gala Hues. 


Casual Colors 


Rancho Tan Liberty Red 
Cocoa Tan Country Grey 
Tropic Sand 


The increasing wide appeal of 
casual, sports and play shoes lends 
special importance to the five inter- 
esting colors in this informal group. 
They keep smart step with spectator 
sports, country and campus togs, 
particularly in the favored neutral 
ranges of off-white, natural, sand, 
beige, grey, brown and blue, as well 
as the gay Winter Sun Colors. 

The swagger medium tones, 
Cocoa Tan and Country Grey, are 
especially new-looking complements 
to tailored and casual clothes for 
travel and Winter vacation wear. 

Tropic Sand, the attractive light 
creamy shade, Rancho Tan, the 
dashing Western saddle tone, and 
the buoyant Liberty Red have a sig- 


. nificant place in sports and play 


shoe fashions for southern resort 
wear with white, off-whites, the light 
Crystal Pastels and Icetones, also 

bright sports hues. 
The Women’s Shoe and Leather 
Card for Fall 1947, to be issued 
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PREFERS 


by DORA LOUES MILLER 





Shoes Emphasized at Paris Dressmakers’ Openings. 
Inspired by Type of Clothes Shown, prevalent 


Shoe Styles Are Closed and High Riding. 


Balenciaga, so generally recognized as a pace setter in 
the Paris couture, brings a fresh inspiration with this 
all-over embroidered Sévres blue linen afternoon dress. 
The square neckline is something to watch, while the 
notion of appliqued embroidery in varying sizes of white 
flowers on the blue makes a fabric lovely as a tapestry, 
yet as practical for washing as a pocket handkerchief. 


























— the recent openings in Paris were of the 
dressmaking houses, no single item in the showings was 
given more attention than shoes. This is a great tribute 
both to the shoemakers, who made models especially for 
the dress showings, and to the cooperativeness of the 
dress designers, who feel that special clothes in the new 
silhouette are incomplete without the perfect shoe to 
complete the ensemble when it is properly displayed. 

In the group of sketches chosen to illustrate this arti- 
cle no special effort was made to pick a particular type 
of shoe but only an effort to pick the news. It is inter- 








esting that the result should have been a group of shoes 
all of which have closed toes and heels and are definitely 
high riding. It is a fair “Gallup Poll” in miniature of 
what is news in the shoe world abroad. And there is 
more to it than the fact that the sandal has been almost 
the only type of footwear that has been seen on feet here 
since the occupation. While a preponderance of closed 
patterns would be the natural reaction, the real style 
inspiration comes from the type of clothes which are 
now being shown in all smart dressmaking establish- 
ments. 

There is a definite change in silhouette and mood of 
clothes. Forerunners of this were evident in the Sep- 
tember collections. Those have become so strong that it 
was quite necessary that the mannequins be shod in an 

[TURN TO PAGE 70, PLEASE] 











Refore You Ruy..Compare Values!! 


SAMPLES ON REQUEST 


WEDGIE CASUALS 
@ The Wedgie Casual for A-1 
Easy Slip-On Comfort 
@ Finest Grade Canvas 
Unusually low price 
$1.50 
No. 817777 
Sizes: 6-11 Color: Brown 
@ immediate Delivery 


THE “GRECIAN” 
SANDAL 


No. 340 
Sizes: 6-11 Coler: Natural 
@ Immediate Delivery 


GOLF SHOES 
@ Leather Outsoles 
© Gates Welt Construc- 


@ Removable Spikes 


@ Packed 12 assorted pairs 
to case 
$7.25 


@ Picin Toe Biucher Mode! 
Style No. 2173 
Cc & D Widths 
Sizes: 62-12 


MOCCASINS 


Prices! Moc- 


Delivery 
TENNIS SHOES 
@ Heavy Canvas 
@ No Mark Rubber 
© Packed 24 ‘pair asserted 
‘Tinted ‘Qeantity Immedi- 
* 
ate Delivery 
Men's $1.75 pair, 62 , Ay 
Boys’ $1.65 pair, 22 


JODHPUR BOOTS. 
$5.65 


@ Better Grade 

. 826 Brown, No. 827 Black 
@ Kip Lecther Uppers — 
Lined Throughout 

@ Leather Soles 

@ Leather Inner-Soles 

° ee ee 

@ Sizes 4-9 

Sines Ot os aoae 


Visit Us In Room 522—Hotel New Yorker During Shoe Mfg. Fall Opening April 13-16 
’ 


THE ARNOFF SHOE CO.Inc.+101 Duane Street « New York 7,N.Y. 





Extend Invitation to Shoe Fair 


[CONTINUED FROM PAGE 47] 


shoe manufacturers and allied exhibi- 
tors who will be in attendance, I urge 
each and every retailer throughout the 
country to visit this big buying event. 
It will be a shoe show designed for the 
express purpose of aiding buyers and 
sellers to work out individual merchan- 
dising programs on a sound basis. 
There will be but one official luncheon 
scheduled by the National Shoe Fair to 
take place on Monday, April 28, so 
that buyers and sellers may devote 
their energy, time, and effort to com- 
mon problems. 

“Make the New York National Shoe 
Fair a ‘must’ on your visiting schedule 
for 1947.” 


The participation by shoe manufac- 


turers in the National Shoe Fair will: 


set an all-time record, according to 
president Orr, of the National Shoe Re- 
tailers Association, who are co-sponsors 
of the event with the National Shoe 
Manufacturers Association. 

The exhibitors turn-out to date signi- 
fies a number of things, according to 
Mr. Orr. For one thing, the interest 
thus far shown demonstrates that the 
selection of New York City for the 
semi-annual event in the Spring for the 
display of Fall merchandise is logical, 
in view of the fact that that city is the 
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center of the costume and ready-to-wear 
industries, a great style and designing 
hub for footwear, the home of some of 
the greatest stores of the country and 
the museum center from which design 
inspiration can be drawn. 

“The record participation by manu- 
facturers,” declares Mr. Orr, “signifies 
the value attached to this market event 
by producers. 

“The Fair comes at a time when 
manufacturers recognize the need for 
showing more styles than at any time 
in recent years. The Fair will be of the 
greatest importance to retailers — 
affording them an opportunity to re- 
view at one time and place all the prin- 
cipal lines of shoes produced in the 
United States. 

“The event comes at a time when re- 
tailers too must recognize the import- 
ance of buying more styles in order to 
meet the increasing demand of con- 
sumers for greater variety of models 
to choose from. We hope and believe 
that shoe retailers will take the full 
advantage of this great Market Week. 


Shoeman Elected 

ALLENTOWN, Pa.—Harvey L. Farr, 
head of Farr Shoe stores, sdhas been re- 
elected chairman of the Salvation Army. 


Plastics Show to Be Held 


_ May 6-10th 


Cuicaco, InL.—An industrial exposi- 
tion, which is expected to be one of the 
largest post-war business shows so far 
in Chicago, will begin May 6 when The 
Society of the Plastics Industry, Inc., 
opens its Second National Exposition 
at The Coliseum. The exposition will 
run through May 10. 

More than 135 exhibitors have al- 
ready been assigned space for the show. 
The SPI, comprising over 600 firms, 
and having a total roster of 1600, with 
heavy Canadian, some English, Swed- 
ish and other foreign membership, will 
show the national and international 
plastics world to an industrial and 
business audience which will be at- 
tracted from almost every phase of 
American enterprise. 

Breakdown of the exhibitors follows 
the line of the industry, with a heavy 
representation of molders, fabricators, 
materials’ manufacturers and ma- 
chinery firms. The exhibits will include 
plastics in women’s apparel, sjports- 
wear, hats, decorative features and foot- 
wear, all of which will probably be 
keyed to the Spring fashions. 


New Outlet Opened 


BEAUMONT, TEX.—Thom McAn has 
opened a new shoe store at 535 Orleans 
Street. 
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One sale 
Invites another... 
WHEN YOU SELL THE EASY TRIMFOOT WAY 


Yes, “double sales” are easy with Trimfoot appliances. Women who wear high style 
shoes quickly recognize the fact that these appliances relieve “high heel strain” 
on the metatarsal arch and minimize foot aches and pains. And, when they see how 
Trimfoot appliances slip into the shoe easily and become part of the shoe 

. itself, they're quick to buy an extra pair for other shoes. 


That means extra sales, extra profits, and more money for the shoe salesmen. But 
that's not all. Trimfoot Appliances save sales because they relieve the discomfort that 
customers often blame on shoes. They make odd size feet easier to fit. 

And they help build repeat business for shoes as well as appliances. 


The Trimfoot Man — you'll recognize him by the dollar bill in his breast pocket — 
will tell you about the generous markup of Trimfoot Appliances and show you how to 
boost sales and increase profits. Write to Trimfoot today and ask him 

to call at your store soon! 


TRIMFOOT COMPANY 
TRIMFOOT TERRACE 


FARMINGTON, MQ: 
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NEW YORK EASTER SALES 
SLOW TO START 


ALTHOUGH most stores in New York 
report that they are running over last 
year’s figures, Easter business has been 
slow in starting this year. Retailers in 
general attach little importance to 
price resistance, except over twenty 
dollars, but one merchant says shop- 
pers are looking for shoes priced 
around twelves dollars and even prefer 
these to nine and ten dollar shoes. 
However, style and value continue to 
outweigh price in the customer's 
mind; she will pay the price if the 
merchant has what she wants. At the 
same time, few stores are able to sell 
her an extra pair at one fitting. 


Blues shoes are tops in demand, but 
supply is short in many stores. All de- 
partments have patent leather, but find 
that there is little demand for it as yet. 
While some have the opinion that wo- 
men no longer care for patent be- 
cause they associate it with plastic, 
customers are asking for plastic patent 
in preference to leather in one depart- 
ment store. The recent stormy weather 
is considered to be one cause of this 
situation, as it is of the selling situa- 
tion in general. An additional factor 
is the year-round popularity of black 
suede, which may be taking the place 
of patent to a great extent as a Spring 
leather. 

The medium heel holds a good por- 
tion of its recently gained popularity, 
but 21/8 is particularly in demand, 
and flats hold their place without 
much radical change in height. Closed 
styles are liked as suit shoes, and in 
some cases for dressy wear, but the 
open shoe continues to be a big sellcr 
for more formal daytime attire. Here 
and there is evidence of a call for 
welts, and a few buyers believe they 
could do well with a smart oxford if 
they had it. 

Reports from children’s buyers have 
been contradictory; here business is 
good, there it is very slow. This is 
one case where buyers blame prices 
for cutting down on business. Red is 
the big color in children’s departments. 
overshadowing blue. Red, black pat- 
ent, and white are sought for smaller 
children. In some stores growing girls 
prefer smooth calf and suede to patent. 
but the latter is generally big this 
Spring and buyers are very much in- 
terested in the Mary Jane pump. 
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Shank’s Mare types have fallen by the 
wayside in some stores, but growing 
girls like sling backs in all stores. 
The T-strap sandal is good for tots and 
growing girls alike as a more casual 
style. 

The general sales picture is a con- 
fused and erratic one, characterized by 
very big Thursdays and Saturdays and 
good traffic in general, but slow busi- 
ness the greater part of the week. How- 
ever, merchants are not too pessimis- 
tic; on the contrary, concensus pre- 
dicts a last minute rush, but a very 


good Easter season. 
= * * 


BLACK BIG LEADER 
IN MIAMI 


A N unusual situation which prevails in 
the Miami and Palm Beach areas this 
season is the preponderance of black 
in the color picture. At the moment 
black sales comprise about 40 per cent 
of the business done. Cocoa brown has 
been running to perhaps 5 per cent, 
with red and blue dividing 20 per cent 
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between them. Some dealers feel that 
they broke with blue too early in the 
season and now are feeling a shortage 
in stock. Red is considered by several 
tu be on the wane. Lizard and alligator 
are expected to continue strong in the 
better lines, but ordinary snake or 
reptile is breaking. 

The lateness of white sales has been 
attributed to the weather. February 
and early March were chilly, and wo- 
men wore tailored suits. November and 
December were very warm months in 
South Florida, and the early Winter 
suits gave way to light colored frocks, 
calling for white shoes. With the trim 
tailored suit a smart black shoe was the 
practical complement. After Easter 
shoe men are looking for a sharp ad- 
vance in white shoe sales. 

Not much fabric is being used in this 
area. Patent is considered the most 
important shoe in the picture at 
present. It will be good all through 
Spring. Suede is also expected to be- 
come increasingly popular and will be 
good for early Fall. 

There has been a decided trend 
away from the very fancy trimmed 
shoe. Nailheads, beads, sequins and 
all such decorations are being passed 
up for the trim tailored bow. The 
strictly plain classic does not meet with 
the approval accorded the shoe that 
has a conservative bow. The simple 
smart shoe is flattering to the foot and 
is wanted more than other kinds. 

There is a place in the wardrobe 
picture for the ornate shoe, for wear 
with cocktail or tea gowns, for after- 
noon affairs or for certain types of 
lounging clothes, but for street wear 
the more conservative shoe is the best 
selling item. 

Heels are the most important factor 
in the shoe picture. High heels are not 
wanted, nor are flats much in demand. 
The woman who has been in Miami of 
late wants a medium heel, and she is 
not keen on the open shoe. The closed 
or semi-closed model is newer looking 
and as the tourist usually does more 
walking here than at home, she is look- 
ing for comfort. The open shoe permits 
sand and gravel to work inside. Then. 
too, the warmer climate causes the foot 
to swell, and the shoe becomes too snug 
for comfort unless it has been well fit- 
ted. And so the visitor to this area 
has been buying a slightly larger shoe. 
and is séeking one that is trim and 
practical. 
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In platform soles it is the half- or 
quarter-inch that is most in demand. 
Such a sole keeps the foot away from 
the hot pavement and insures greater 
comfort. The high platform has de- 
finitely slowed down. 


+ * * 


BETTER CASUALS WANTED 
IN BALTIMORE 


A POSTWAR trend is the increased 
interest among women shoppers in 
Baltimore for the more expensive type 
of play shoe and casual, according to a 
report from one of the shoe buyers in 
a large department store. The average 
price casual which is wanted is around 
$7 to $10, while previously the top 
price for volumie turnover was $6.95. 
The customer is definitely shopping for 





quality and is apparently holding on 
to wartime habits of buying better 
quality footwear. 

Another trend, despite reports that 
the closed shoe was gaining momentum 
as a style feature, was the persistent 
demand for open type footwear. Cus- 
tomers are almost unanimously clamor- 
ing for the bare-type for Spring and 
Summer wear, and, according to one 
shoe buyer, “Closed shoes for Fall look 
good, but for Spring and Summer the 
demand indicates that the arrow will 
definitely point to the open shoe. Cus- 
tomers find the closed type a bit heavy 
for warm weather. They like that airy 
feeling.” 

Reports are that children’s shoes are 
picking up in volume of sales, but ship- 
rents in wanted lines are still very 
slow. 

Patents are still the best selling 
shoes for the moment, with red and 
blue calf running a close second, de- 
pending on shipments which are none 
too good. 

The importation of shoes in Balti- 
more is currently at an all-time low. 
Dealers insist now that footwear which 
comes from out of the country will 
have to be a “very fast number” in or- 
der to captivate their interest. It will 
have to be of type wanted but unob- 
tainable in the domestic market and 
provocative enough to capture con- 
sumer interest. 

Business generally has been picking 
up steadily which is to be expected 


6 























“The Cutaway", combining the fea- 
tures of an open and a closed shoe, 
as shown by Hess of Baltimore, Md. 





prior to the Easter rush. Displays. 
especially a recent series in Hochschild 
Kohn & Co’s Howard Street windows, 
have been a riot of variation for all oc- 
casions. 

Reptiles are still being promoted for 
warm weather, but there is a slight de- 
crease from Winter prices. However, 
most of them are still veering toward 
the $20.00 price range. 

* * * 
DOLLAR SALES STEADY, 
UNIT SALES OFF IN ST. LOUIS 


SPRING selling in shoe departments 
and individual shoe stores continued in 
the month of March without the hoped- 
for brisk demand, but with more favor- 
able weather by mid-month buyers re- 
ported a much welcomed about-face in 
the attitude of feminine shoppers. 
“With moderate sunny days during the 
remainder of March,” a department 
store shoe buyer said, “dollars and 
cents volume should be close to March, 
1946.” 

This explanation of the status of the 
retail shoe business in St. Louis pretty 
well sums up the opinions of most buy- 
ers. Dollar volume probably will fali 
a little below the same period last year. 
which means that with higher shoe 
prices than a year ago, unit volume in 
St. Louis will be noticeably short. One 
retailer estimated the unit volume 
shortage for March at 20 to 25 per cent 
below last year, while others have been 
more conservative, placing the figure 
at 10 to 15 per cent. 

Although the weather can be named 
as a major cause of the slow movement 
of shoes, most shoe men point to un- 
balanced inventories as a contributing 
factor. While some retailers are dis- 
turbed over unbalanced stocks and 
their resultant difficulties in attempting 
to cater to a highly selective consumer, 


a majority of retailers look upon the 
high degree of unbalance in their 
heavily loaded shelves as a natural con- 
sequence of the ending of controls. 

“We are still in the process of ad- 
justment,” a shoe department buyer in 
a leading department store said, “and 
it probably will be several more 
months before we get the range of sizes 
in the high demand styles that we 
need.” Despite the talk of unbalanced 
inventories, however, shoe stocks in St. 
Louis have jumped tremendously since 
the first of the year and shoe men ad- 
mit that balance is improving daily. 

= = * 


DETROIT BUSINESS DROPS 


KEYNOTE of Detroit shoe business is 
a serious drop from recent levels—a 
drop severe enough to cause worry to 
a high percentage of retailers, while 
some of the older men are able to 
point bgck reassuringly to prewar 
conditions and point to the markedly 
higher level prevailing today. 

Dollar sales are 10 to 30 per cent 
below the corresponding period a year 
ago, with the drop-off apparently most 
serious in the neighborhood stores. 
Most seriously hit are the extremely 
high priced shoe lines in stores that 
have not built up a steady following 





among the exclusive trade, but which 
depended on a new patronage used to 
spending large sums for shoes in the 
past few seasons. : 

Comparisons made by individual 
stores with prewar figures show a very 
satisfactory increase even at the re- 
duced levels of current weeks—inter- 
preted in both pairs suld and dollar 
volume. The pairs sold figure is the 
more encouraging, because it is real- 
ized here that the total volume of busi- 
ness is the governing factor, while 
prices will, sooner or later, find a 
satisfactory level through the forces 
of competition. 

Stocks in local stores are more satis- 
factory than they have been in a long 
time. Volume is still far from ample, 
and most wholesalers are still working 
upon the quota system. Women’s lines 
are noticeably freer than during the 
Winter, while there is a slight loosen- 
ing up in men’s and children’s shoes, 
but these two fields are still far from 
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Lasting Comfort... 


Here’s headquarters for 
“fashion firsts’’—the home of lasts that 


are authentic style leaders—a service 





that keeps you out in front of the style 
parade—and assures you of shoes with the highest 


degree of fit-ability and lasting comfort. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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satisfactory. The greater concentra- 
tion of the industry upon merchandis- 
ing in women’s shoes is a reflection of 
the stockpile situation. 

Style trends are mixed at this writ- 
ing, with the indication that patent 
will be the big leader for Easter—off- 
set, however, by the continuing short- 
age of this type of shoe. Reds and 
dark blues of the navy type are next 
in line in leather models. Demand for 
fabrics has slumped surprisingly, with 
stores in general reluctant even to 
stock them. 

Novelty demand is apparently more 
stable than it has been for a long 
time, as a result of the easing up of 
supply of shoes generally. 

Prospects are that the anticipated 
late pre-Easter rush will again clean 
out shoe store shelves in this area, and 
the demand for post-Easter immedi- 





ate delivery is expected to create an- 
other artificial, but temporary, short- 
age. 


* + # 


SPRING BUSINESS GOOD 
IN CHICAGO 


As the Easter season advances, per- 
ceptible business increase has been 
noted in Chicago shoe departments. 
After a dull period throughout the 
most of February, consumer buying 
of footwear became more active, and 
most stores finished that month with 
satisfactory figures. Since then there 
has been marked activity everywhere 
with much interest evidenced in navy. 
In most cases retailers report that they 
have shown increases in dollar volume 
but a lessening in unit sales. Buyers of 
a few larger stores, however, say that 
their departments are now running 
ahead in both volume and units. 
“New blue on the smartest feet in 
town” is the way Florsheim’s promote 
that great Spring favorite. This color 


has also been stressed by O’Connor &. 


Goldberg in practically all price 
ranges, by Joseph, by Mandel’s and by 
Lytton’s. Every merchant comments 
that he has not enough blue calf in 
stock to meet the popular demand. 
Bright red is definitely the runner-up 
in popularity. This color is being 
shown in lizard, in calfskin, in alliga- 
tor, and in cobra by practically every 
Loop store, and all report excellent 


consumer acceptance. Most of them 
are shown in sling models, some in 
sandal effects with ankle strap and a 
number on high platform soles. Al- 
most all fit into a dressy category with 
few available on lower heels. Grey 
suedes have been featured by several 
of the high-style shops, but thus far 
there has not been nearly the interest 
in these that has been shown in red. 


The two extremes in shoe sizes al- 
ways present a major problem to the 
woman who must wear either. With 
this in mind, Field’s recently an- 
nounced that they will carry regularly 
all sizes up to 12, particularly in the 
Young Modern section where flats are 
constantly featured. An additional 
charge for those in sizes 9 and over 
will be made. Joseph’s, too, are turn- 
ing their attention to this problem. 
They also make advertising note of 
the fact that they carry sizes 4 through 
12 and widths AAAA through C. 
Playing up to the small ones, was a 
recent ad of Field’s beamed to “the 
teeniest women with the teeniest feet.” 
For these, were offered sandals in 
sizes 24% to 5. Also for the short 
woman is a patent pump offered by 


A. S Beck which boasts a four-inch . 


heel. 
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SALES HOLD UP 
ON WEST COAST 


SHOE sales in San Francisco drop- 
ped off early in March because of 
heavy rains, but with the arrival of 
sunny Spring weather a little later. 
business took an immediate spurt. Pre- 
Easter business was good with the em- 
phasis placed on the promotion of 




















“Your shoes are showing,” said Som- 
mer & Kaufmann in San Francisco, and 
offered five intriguing styles. 


black patent, with black calf and suede 
running a close second. The Emporium 
Department Store featured black pat- 
ent as part of the Easter outfit in all 
of their five front center windows. 

Colors are being featured intensively 
for Spring wear. One merchant re- 
ported that navy is proving popular for 
both day and evening wear in 
open and closed toe and back models. 
H. Liebes has been showing kelly 
green, grey, red, balenciaga, brown 
and navy, with good customer re- 
sponse. 

The showing of open-toe blue calf 
and black patent, and closed toe mod- 
els in dressy black, blue and brown 
calf is proving popular at O’Connor 
Moffatt’s second floor shoe department. * 

Fwo-tone numbers are also showing 
up in Spring displays. Chandler’s are 
showing russet brown calf and white 
suedes, with matching accessories. 
High color play shoes are also making 
their appearance. 

Most shoe merchants are not expect- 
ing business to come up to last «year’s 
record-breaking volume. One dealer 
stated that he thinks this is possible, 
but it will take more vigorous advertis- 
ing and sales effort. This may mean 
a slight percentage of increase in costs, 
but with strong competition again be- 
coming evident, some higher costs will 
be necessary to back up aggressive and 





progressive merchandising plans. With 
customers becoming more selective in 
choosing their footwear, both better 
salesmanship and better service are 
needed to attract and hold business. 
Sales and advertising methods are be- 
ing geared to the returning buyer's 


inarket. 
= = = 


EASTER BUYING HEAVY 
IN NEW HAVEN 


As stepped-up buying for the Easter 
parade made itself felt in New Haven, 
a sharp demand for flat heeled shoes 
for women developed in all price 
ranges, with calfskins the biggest 

sellers. 
Mid-March found shoe retailers 
with unit sales off as much as 20 per 
[TURN TO PACE 93, PLEASE] 
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Stormy Weather Shoes 


[CONTINUED FROM PAGE 563] 


with rubber used throughout the boot. 
The increasing popularity of the | 
velveteen booth with fur cuff is an- | 
other sign of the demand for warm 
boots, still further emphasized by the 
introduction into several lines of a 
higher cut velveteen boot. 
Recognition of the need for greater 
variety in oxford types also appears 





A new construction feature highlights 
the Ball-Band style gaiter line for Fall 
with the appecrance of the Labelle 
geiter. A side-slide fastener keynotes 
the simplicity of the Labelle—a fectere 
which adds neatness to its appearance 
es well as being practical in thet it 
opens and closes easily and doesn't 
bulge across the instep while waiking. 


in the new lines. The desire of women 
to have low cut rubbers that look like 
shoes was noted by these manufac- 
turers. Lizzard print or other trim- 
mings are used and they are made in 
patterns to look like high-riding shoes. 
An exact copy of a loafer-type shoe 
should be very popular with teen-agers. 

In children’s boots attractive appear- 
ance has been combined with practical 
features which make it easy to pull the 
boots over heavy wool trousers and to 
adjust boot tops to fit snugly and keep 
out snow. It is in children’s sizes that 
the boot to be worn without shoes is 
considered to have found its best mar- 
ket. . | 


——————_— 





Opens Adjunct Store, 
Specializes in Flat-Heel Shoes 


Boutper, Cot. — The Bonne Shoe 
Store, St. Paul, Minn., operated by 
Harry W. Bonne at 993 Payne Avenue, 
for the past 17 years, has opened a 
smart new store, Bonne’s Poll Parrot 
Shoe Store at 398 Wabasha, in down- 
town St. Paul. The new store will be 
managed by the son and partner of the 
owner, Thomas Bonne, who has recently 
returned after 3% years in the armed 
forces, two years of which were spent 
overseas. 
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HEEL BASE 


fie Sttily Shed... 


Leatherok — the proven Heel Base Material. 
has withstood tests of every conceivable punishment. 
Its water. repellent qualities shrug off mud, water and slush 
to maintain its cut shape for long and enduring service. 
Small wonder then for its popularity with most designers of fine shoes, 
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The store specializes in flat-heeled 
shoes for children, high school and col- 
lege girls. No high-heeled shoes are 
stocked. Shoes for boys and men are, 
however, carried. 

Emphasis in advertising will be 
placed on the older girls’ styles, with 
one of the windows being reserved for 
them. 

The open-stock layout shows shoes for 
children on one side of the shop and 
those for growing girls and men on the 
other. Stock is placed on cabinet shelves 
notched for adjustability. Thus, shelves 
can be adjusted to the height of the 
boxes which contain the stock so that 


an even, pleasing appearance is 
presented. 

At the rear is a large mirror with a 
low ledge for display. The mirror tends 
to add depth to the room. A similar mir- 
ror is at the side toward the front of the 
store behind the main desk. This again 
adds to the apparent size of the store 
and also provides a place for additional 
displays. 

Alternate red and blue upholstered 
chairs are set in rows in several parts 
of the store. Carpeting of soft beige 
with rose tones blends well with the, 
stronger coloring of the chair uphol- 


stery. 
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Prosperous Kansas City Demands Value in Shoes 


to test style ideas in this class of cus- 
tomers they could find no better place 
than Kansas City’s shoe store. 

Kansas City has an excellent bus 
and street car service, one of the finest 
in the country; as a result the shoe 
stores in her downtown area continue 
to thrive and while there has been 
exodus to the suburban business dis- 
tricts, the majority of the downtown 
stores have found even the high rents 
they must pay profitable. It also re- 
sults in no specific buying day as in 
many such cities; Kansas City women 
come to town every day of the week to 
do their shopping although the natural 
trends of human home life make the 
last three days of the week the heavy 
volume shopping days for Kansas City 
shoe buyers. 

There are 74 retail shoe outlets in 
Kansas City, eight wholesalers, and 43 
shoe repairers. Most stores and de- 
partments tend toward modernistic 
elaborate layouts, with good store 
fronts and a generous use of merchan- 
dising ideas such as mirrors, small dis- 
play frames in walls, etc., in their 
stores. As is the case in many Mid- 
western cities, the department store 
shoe sections and the women’s chain 
shoe stores do the greater part of the 
retail business and comprise the larger 
units. Independent operations are 
more extensive in the suburban areas. 
The small specialty shops also have a 
definite place in the Kansas City shoe 
trade picture. 

The current trade picture in prices, 
buying habits and the 1947 market in 
Kansas City are best presented in a 
few comments such as that of C. R. 
Long of the George B. Peck depart- 
ment store; who told us that price re- 
sistance has not been felt in Kansas 


[CONTINUED FROM PAGE 50] 


City as yet except in the top price 
ranges of shoes: 

“Higher priced shoes are getting 
harder to sell,” he explains, “not be- 
cause there is any shortage of money 
here but because people are demanding 
more and more quality in medium price 
figures and are fairly well stocked up 
on good higher priced shoes. 

“If we get the right kind of shoes 
from the factories during the remain- 
der of the year, business is going to 
be very good here in Kansas City. But 
our customers are definitely becoming 
more particular even though the aver- 
age customer is still buying as many 
pair of shoes per year as she did be- 
fore. The best sellers during the re- 
mainder of the year here in Kansas 
City are going to be in the $8.95 range 
and in pumps of the closed-up type.” 

At Woolf Bros., Inc., primarily a 
men’s wear store, C. P. Saunders told 
us that he is encountering little buyer 
resistance on branded lines, but that 
there is a definite customer resistance 
to unknown brands and a little on shoes 
over the $20 price mark. 

“It will be a good year for the 
shoe trade here,” he commented, “even 
though we probably will have some 
customer resistance to counter. Leath- 
ers in color and closed types are in 
chief demand now.” 

Mr. Saunders believes that the re- 
tailers everywhere are going to have 
to start giving more attention to cus- 
tomer-retailer relations during the 
coming year than they did in 1946. 

“The public here seems to be well 
satisfied with current prices even 
though they are up a little from the 
pre-war rate,” Earle C. Howard at 
Adler’s Shoe Store observed. “We have 
noted very little price resistance here 


at our store or anywhere in Kansas 
City as yet, but people are rapidly get- 
ting to where they are having less 
money to spend and that is going to 
be our big problem during the remain- 
der of this year.” 

Men’s shoes are holding up best on 
the price angle, in the opinion of H. 
C. Bolbrath at the John Taylor De- 
partment Store, who believes 1947 will 
be an average year for the shoe busi- 
ness and that the reason Kansas City 
has had little price resistanée so far 
is that “her money hasn’t run low yet.” 

Opinions of other shoe retailers were 
along much the same lines. The trade 
is optimistic for the future and points 
to the excellent business barometer 
readings for the Kansas City area as 
an indication that the shoe business 
will probably be good here for many 
months after it has hit slumps in other 
parts of the country. 

“We’re doing things here in Kansas 
City,” one retailer explained, “all 
kinds and types of business institutions 
are expanding and growing, new indus- 
tries are coming in, and the backbone 
of the area’s wealth in the prosperity 
of the cities it serves as a wholesale 
and distribution center is most .en- 
couraging. 

“Business is going to be good in the 
Middle West for a long time to come, 
and Kansas City is the heart of the 
Middle West.” 

The shoe business in the state of 
Missouri hit close to the $26,000,000 
mark in retail sales during 1945 and 
from all indications was close to $30,- 
000,000 during 1946. Kansas City’s 
share has been variously estimated at 
around $4,500,000 and most of her shoe 
men expect 1947 will be even better. 

The shoe business is indeed good in 
Kansas City! 





Paris Prefers 
[CONTINUED FROM PAGE 61] 


entirely different fashion this season. 

. No one is more susceptible to this 
feeling of unity than Schiaparelli. The 
bootee from her collection which is il- 
lustrated is one of the more conserva- 
tive which she showed. Two other ex- 
amples, one in black satin and the 
other in black with touches of plaid, 
used the same elasticized front but ex- 
tended well above the ankle bone. They 
were really light little boots, retaining 
all their femininity and fragility with 
their high Louis heels. There was no 
sense of clumsiness or masculinity in 
these delicate shoes, but the feeling 
that a smart woman must have a car- 
riage waiting for her which was in 
tune with the dressy elegance of the 
clothes with which they were shown. 
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Jacques Fath, another pace setter, 
known also as one of the vanguard who 
launch ideas which are apt to be seen 
in following seasons in adaptations in 
other houses, likes the Spanish lat- 
ticed front .type of shoe. The model il- 
lustrated uses the straps clear to the 
toe with an underline of the shoe color 
extending to the third strap. In other 
models he ended the strapping at the 
cut-out — and again for more formal 
wear continued it open to the toe. This 
is effective in contrasting colors or in 
leathers and fabrics, both of which are 
methods he employed. It is expected 
that fine beadings will be seen as trim 
on this type of lattice shoe, and we 
may even go back to the Victorian no- 
tion of having them actually buttoned 
across the instep. 

Because it was seen in many houses 
and from several bottiers with tiny 
variations, the plain bootee with back 


stray is shown without credit. This 
was effective in both suede and kid and 
is characteristic of the type of shoe 
which is expected to have the widest 
success. Both women who are ordering 
these made to measure and the shoe- 
makers who are executing the orders re- 
fer to them as “glove type” shoes. 
While these are shown with normal 
soles, several variations are worked out 
with the half-inch platform which 
French women feel gives them an illu- 
sion of height. They are self-covered 
or both buckle and platform may be in 
a contrasting leather color. 

Casale’s shoe with the tailored but 
slightly shirred bow trim, which 
French shoemakers and public alike re- 
fer to as a “gilet,” is another interest- 
ing variation of this type of shoe. It 
also is shown with the abreviated plat- 
form which is so popular with Ameri- 
can women. 
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BE TEX. latex type and BE BE BOND. solvent type. synthetic rubber 
ceméntis have been developed with one objective in mind — to meet the 
requirements of shoe manufacturers for efficient general shoemaking cements. 
There is a cement for each adhesive operation for every type of shoe. 


The performance quality of each number is a result of extensive 
research with the best of available materials. This is followed — 
by thorough testing and retesting in factory production before any 
cement is included in the line.. The continuation of a high sfand- 
ard of performance is assured by laboratory control and constant 
attention to variable shoe industry operating conditions. 


In the BE BE BOND line a limited number of crude rubber 
cements are now available. Your United representative will be 
glad to assist you in determining the most advantageous uses for 
your allocation of crude rubber. 
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Products of B. B. CHEMICAL COMPANY, Cambridge and South Middleton, Mass. 
Distributed by UNITED SHOE MACHINERY CORPORATION, Boston, Massachusetts 
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BEFORE YOU BUY 
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VALUES!! 


RIDING ENGINEER'S BOOT 







Built te Stand Heavy Wear 


Sizes 7-12 
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WESTERN BOOTS 
Authentic Western Boots 
Reinforced 
Ty po Pegged Shanks 
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No. 3828 Brown 
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SHOE CO., INC., 101 DUANE STREET, NEW YORK 7, N. Y. 





Woventox FOOT - PROTECTORS 


pee ape snug-fitting regular or backiess 

styles of fine, soft cotton, with elastic tops. 

Individually wrapped in sales-stimulating en- 

velopes. Colors: Beige. Im Women’s & Misses’ 

sizes 8¥2 to 10/2. Packed one dozen of a size 
to the box. Prompt delivery. 


Style 5568—Regular 
Serle 5569—Backless $1.85 Dozen 
$2.85 Dozen 


Style 5575—Regular 
(Net 30 deys) 


FRIEDMAN <1, 


319 Fifth Avenue, Mew Gok C hen 16 

















Evolution of Shoe Styles Shown in Windows 


Two books describing shoe style evolution were the ir- 
spiration for Omaha’s biggest and most sensational foot- 
wear promotion. Staged by the J. C. Penney Company 
store, the 1l-window display attracted throngs. 

The two books were issued by the National Shoe Manu- 
facturers’ Association. They inspired D. B. Woodyard, the 
store manager, and William R. Kirkman, in charge of the 
shoe department of the Omaha Penney store. The story of 
shoes so impressed Mr. Woodyard that he told Mr. Kirk- 
man he thought he should take the store’s most valued 
display windows to recount the evolution of footwear. 

That was in January, 1946, and Mr. Kirkman started 
right to work. At that time a shortage of shoes caused the 
exhibit to be put off until May. May brought no change in 
the shoe situation, so the show was delayed again, this time 
until after the Fall back-to-school promotion. Shoe stocks 
were much better then, and the much-planned exhibit was 
unveiled last October for three days. 

To make the display the best of its kind, Mr. Kirkman 
went to Charles Osterkamp, assistant to the manager of 
International Shoe Company, whose shoe collection is 
justly famous. The story-display plan won Mr. Oster- 
kamp’s immediate approval, and he agreed to lend his 
collection. 

Mr. Kirkman drew on the text material of the National 
Shoe Manufacturers’ Association. Robert Wolfe of the 
store’s display department, swung into long and arduous 
work. Shoes throughout the ages were displayed in the 11 
windows. Each window contained one or more chapters of 
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Clese-up of one of the windows the Omaha J. C. Penney 
Co. store used to tell the story of shoes. The chapter 
heading is shown at the top between the two porchment- 
like scrolls. Below are pe A described in the chapters. 


the story of shoes. Each chapter was numbered, and the 
story of each of the sixteen basic types of shoes was re- 
lated on five-feet wide and twelve-feet long parchment- 
like, hand-lettered scrolls prepared by Mr. Wolfe. The 
scrolls were set back from the window and extended from 
the top to the bottom. 

Illustrating the text material were samples of the shoes 
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described. Beside the historical models were modern mod- 
els taken from stock. Each shoe was labeled, telling where 
and when it was worn. Besides the historical shoes, also 
shown were some of the industry's freak models. Those 
included shoes made for giant Robert Wadlow of Alton, IL, 
who wore size 36 and the size 25 of the late circus feature, 
Mrs. Ewing. 

Mr. Kirkman had the store's advertising department send 
letters to 1500 teachers in Omaha and Douglas County 
inviting them and their pupils to see the story of shoes. 
Teachers and their charges visited the store in droves. Often 
whole classes clogged the store. Half a class sat in the 
shoe department while the other half was conducted on a 
tour of the window exhibit. 

Success of the promotion was reflected in store-wide 
business gains. The shoe department, said Mr. Kirkman, 
scored a tremendous increase in sales. 





Sales of Independent Shoe Stores 


Compiled by U. S. Department of Commerce, Bureau 
of the Census 
January, 1947 


-— ~-———Dollar Sales = 
Per Cent Change 


Number Jan.,"47 Jat, °47 





of Com- Com- 
Firms pared pared 
Report- with with January, 
States ing? Jan.,"46 Dec., "46 1947 
BE ccesace enue GE +5 - -32 $8,789, 175° 
Alabama .... ° s . ion ti‘ 
ee , . s sece a  4z-n—ine 
Arkansas ........ sane 4 + 3 —34 39,094 
California .... ae 102 -—3 —28 1,375,189 
Colorado sas 10 +31 —20 165,089 
Connecticut 21 +19 — 36 139,781 
Delaware .... new ¢ onus <> 060Sti‘(‘zit 
Dist. of Col. — 15 + 3 27 165,811 
ee eaties 8 +13 —34 81,893 
 emesewe ee 7 +9 —28 190,349 
Idaho .... ro Seis 3 shat oc- i. seen 
Illinois .... - . R0 +16 ~-24 713,590 
Indiana ..... ocndenuusene” ae + 7 —37 336,496 
DD esncecee pasebaneens 24 +19 —22 179,515 
Kansas ...... Leeegeganen 7 +11 15 47,057 
Kentucky ' : : ail _ ae 
Louisiana ¢ one 
Maine 7 +20 50 
ED ‘siecnssesececksuk= 6 14 32 
Massachusetts awn 44 0 45 
Michigan ..... cthaeehetrene Te +10 39 
Minnesota ..... sre 
Mississippi liacelie 3 
PS accocsee< tees 33 4 27 203,780 
Montana ...... a 3 cat ee 
Nebraska ..... Sane bnes 8 1 —39 62,706 
DEN  ‘esenduees rethewenn a oe sos (i (tl en 
New Hamp. ire a : : - . 
New Jersey ..... owiaeieen Te i) 41 328,471 
New Mexico ee 3 — oéen in 
Of ree 97 +11 15 973,988 
North Carolina ........... : ‘one — 4.weceu 
North Dakota sone 3 i 
ee ree _ : 48 +7 44 439,478 
Oklahoma ...... see ” +3 37 $1,772 
SE. sxc0ne ‘ : > ae + 3 34 77,368 
Pennsylvania . - . 69 +2 43 565,854 
Rhode Island ........... a) +3 56 88,718 
South Carolina ........... a ‘ _ 
South Dakota ...... “ ‘ 
EY ctcancennces ben 3 sani “ex *. «nen 
Dt «sdesecees jiseae: e +9 30 577,592 
Dt shicadeghnanes aa ee eee ee 
| een ° 
Virginia 7 8 2 42,620 
Washington 24 12 26 254,520 
West Virginia 3 snagh 
Wisconsin 42 +18 37 236.191 
Wyoming ..... ”. ‘Geass’. .e¢400.<. abe 
Chicago, Il 2 
Los Angeles, Cal as s 
Portland, Ore. ........ “2 : neem oalte 
a SE TL ascnceas 14 10 --23 118,090 
San Francisco, Cal. ..... 8 8 — 44 79,244 
ES “Ke cnceccdee 7 —12 —8 126,616 


1 Includes reports received too late for inclusion in previous monthly 
totals. *Number does not apply in all cases to the year-to-date 
figures. * Insufficient data. ‘No data. * As compared with $8,361,524 
in January, 1946, and $12,890,102 in December, 1946. 
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% P. S. Means Perfect Slip- 
pers by EILEEN 


P. S. also means . 


1. Pace Setting . . . in value 
2. Pleasantly Soft . . . in fit 
3. Plenty Smart . . . in styling 


And besides, it means a Prize Scoop for 
the dealer because these slippers are 
offered at prices far below the market. 


M-7731— Blue Electri- 
fied Shearling Scuff. 
Faille lining and plat- 
form cover. 
R-7731—same in red. 
W-7731—same in white. 
Price—$1.90 


M-6730— Blue Electri- 
fied Shearling D’Orsay. 
Hard leather sole. 
Faille linirg and plat- 
form cover. 

R-6730—same in red. 
W-6730—same in white. 


Price—$2.40 





GROVES SHOE CO. 
GROVES SHOEMAKERS, INC. 
Manufacturers and Distributors of Eileen Footwear 
311 W. Monroe St., Chicago 


NEW YORK OFFICE @ ST. LOUIS OFFICE 
544 Marbridge Bldg. 412 Shell Bldg. 
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Next to getting their limit, — 
nothing pleases sportsmen more than Bass Out- 
door Footwear. The original Bass policy — 
"to build the best possible shoe for the 
purpose for which it is to be used" — 
has never been changed! 
No wonder Bass Quail Hunters, Ski Boots, Rang- 
ers, Sportocasins, and Weejuns, lead the pre- 
ferred list in the Outdoor Footwear field! 


= .* 
NEW YORK 
SALES OFFICE 
658 MARBRIDGE 
BUILDING 









Trade N eeds Open Markets 


[CONTINUED FROM PAGE 56] 


behalf of so-called economic collaboration,” observed 
Mr. Pew in an address before the American Petroleum 
Institute, “is the concept that foreign trade no longer 
can be left to the enterprise of individuals but must be 
controlled and directed by governments as instruments 
of national policy. There is nothing new or progressive 
about this idea. It is a revival of the reactionary mer- 
cantilism of the Eighteenth Century—the system under 
which the kings of that time and their nobles sought to 
impose monopolistic restraints of trade upon the world.” 

After showing how this idea of directing trade 
through government edicts, cartels and directives of 
the all-powerful state was revived in the Germany of 
Karl Marx and Bismarck and eventually in the National 
Socialism of Adolph Hitler, likewise in Russia and Italy, 
Mr. Pew pointed out that “our United States, too, has 
been afflicted with this bureaucratic power over the eco- 
nomic activities of people, with its lessening of compe- 
tition and constant restriction of individual freedom. 
Excursions into collectivism in recent years have been 
frequent. While we have traveled a long way down the 
road toward the compulsory state, there is still time to 
return to the Faith of our Founding Fathers.” 


Appeal to the Young Crowd 


INDIANAPOLIS, Inp.—Marott’s Shoe Store has been run- 
ning a series of ads to appeal to young people, enlarging 
upon its policy of giving attention to the younger genera- 
tion as well as to adults. 

Among recent photographic ads a picture of Butler Tow- 
ers provided a handsome background to advertise shoes for 
graduation. In another, loafers, saddles, moccasins, as 
well as gleaming sandals for dancing, were specified as 
“entrance requirements on Sorority Row” and across the 
top and bottom of the ad were pictures of sorority houses. 
This ad was used in the Indiana University and Purdue 
University papers as well as in Indianapolis newspapers. 

A photograph of a group of Indiana University girls at 
“Sorority Snack Time” was used to show drawings of 
leisure slippers and this ad appeared in Indiana University 
and Indianapolis papers. A picture of a group of DePauw 
girls attired for “dancing, prancing, completely entrancing” 
advertised dancing slippers. Another eye-catching ad had a 
photograph of students on the historic boulder at DePauw 
and it appeared in DePauw and Indianapolis papers. 

An innovation in the policy of the store is the show- 
ing of higher styled shoes, also directed toward attracting 
the young people. The advertising of the new merchandise 
has been built around pictures obtained from the publicity 
departments of Indiana, Butler, Purdue, and DePauw Uni- 
versities. 

For years a playroom for children on the third floor of 
Marott’s has been maintained as a free service for the con- 
venience of mothers and the delight of the children. A 
matron is employed full time to care for the children while 
mother shops. Colorful murals of storybook characters add 
interest and gay decoration. A sand pile, a slide, life-sized 
hobby horse and other playthings are prime attractions. 
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“Kiddieland” Boosts 
Children’s Shoe Sales 
[CONTINUED FROM PAGE 51] 


interest in the store. Having two 
youngsters of his own, he can readily 
understand how much the Mother 
Goose atmosphere means to the juve- 
nile clientele. E. L. Scott is store man- 
ager; assisting him is W. A. Ahrens 
with 30 years’ experience in shoe fitting. 
Mr. Ahrens looks after all interior and 
window displays as well as selling shoes 
and giving authoritative advice on cor- 
rective fitting. Many of the details of 
working out the Kiddieland section 
were turned over to him. 

Spence Shoe Co. takes pride in fit- 
ting children’s shoes correctly. Every 
salesman is a skilled technician. Spe- 
cial attention is given to methods of 
handling the little folks. The fact that 
the children’s department is definitely 
segregated from the rest of the store 
delights the young folks, for it makes 
them feel that they have a place of 
their very own. 





Fashion Co-ordination 
Guide 
[CONTINUED FROM PAGE 58] 


shortly, will, as in the past, portray the 
official colors in leather and contain 
fashion coordination notes as well. 


MEN'S SHOE COLORS 


Advance leather swatches of the new 
colors for men’s shoes for Fall 1947, 
with their names and merchandising 
notes, have been issued to the The 
Textile Color Card Association’s mem- 
bers in the shoe and leather industry, 
it has been announced by Margaret 
Hayden Rorke, managing director. As 
previously announced, the Fall 1947 
colors for men’s shoes, adopted by the 


joint committee of tanners, shoe manu- | 


facturers and retailers in cooperation 
with the Textile Color Card Assn. 
comprise 10 shades, in addition to 
black. 


Street and General Wear 


Boulevard Brown 

This warm, lively brown maintains 
its important position as the outstand- 
ing basic color for town shoes. 


Brandy Tan 

Continues its well-established favor 
as a rich spirited tan for town wear. 
Particularly adapted to antiquing. 


Indian Tan 

Retains its firm acceptance as a 
favored medium tan shade for street 
and general wear. Appropriate with 
or without stained finishes. 


Tawny Tan 


The wide popularity gained by this 
ruddy tone again recommends it as a 
lighter tan for town shoes. Lends it- 
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FOR 75 YEARS the Krippendorf-Dittmann name 
has stood for quality and a square deal for K-D 
dealers. 

And during this three-quarters of a century dis- 
criminating women from coast to coast have looked 
for and found these shoes worth buying again and 








again during their thirty most ac- 
tive years. 
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Cincinnati, Ohio 


ARE THE KRIPPENDORF FOOT REST YEARS / 4@ ks 
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FOOT REST 


SHOES 


v E 
CRie exis! 
Priced at $8.95 and $9.95 


THE KRIPPENDORF - DITTMANN COMPANY 
New York Showroom: Marbridge Building 


| *Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 


| Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor 
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self well to antique staining to take on 
a darker tonality. 


Black 


Black shoes continue their usual 
basic importance. 


Outdoor and Casual Types 


Boulevard Brown 

In the grain version, this important 
animated brown rates universal favor 
as a highly successful color for rugged 
type shoes. 
Ruddy Wine 

This rich vintage shade enjoys con- 


tinued use as a light Cordovan or 
maroon tone, principally in boarded 
and smooth leathers. An excellent color 
for collegiate type shoes. Well adapted 
to staining and polishing. 


Golden Harvest 

There is growing acceptance for this 
glowing tan, not only in soft-grain and 
elk finishes but also in hard-finished 
pebble and Scotch grains, particularly 
for leather with antiqued finishing. 


Golden Turf 
Introduced this season as a distine- 
[TURN TO PAGE 91, PLEASE] 
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Shoe News is 





RECORDER REVIEW OF CURRENT HAPPENINGS 


IN THE SHOE TRADE 





Industry Waits Outcome of Easter Sales 





Reports from New York, St. Louis, Chicago, Show Slow Start for 
Easter Sales, Increased Retail Competition, and Continued 
Shortage Of Calfskin. 


New YorkK—Manufacturers here are 
eyeing Easter sales critically, and some- 
what apprehensively, since it is gen- 
erally felt that this period, tradition- 
ally, or fashionably, one bringing more 
concentrated sales volume in shoes than 
any other during the year, should prove 
a valuable index to future acceptance 
on the part of the public. A source of 
intelligence close to the popular price 
field has said that early Easter sales 
have proved “disappointing” and fore- 
casts little improvement, and there is 
a well-circulated consensus here that 
retail movement has been slow in 
gathering momentum. 

The shortage of calf leathers remains 
a topic of concern among the large 
number of women’s shoe manufactur- 
ers, but evidence that the situation is 
tolerable can be found in the casual 
jokes that are passed around involving 
empty leather bins. Most of the indus- 
try possesses sources of supply that 
they have used for long years, and 
which can be counted on to keep the 
wheels of production turning. Com- 
ment on the leather show, held in the 
Hotel Commodore recently, was, all in 
all, a bit reserved, with some comment 
directed at the lack of leather to be 
purchased in contrast with the carnival 
like richness of color observed in some 
of the displays. 

In St. Louis, manufacturers and 
wholesalers, like retailers, are awaiting 
the outcome of the spring selling sea- 
son to give them the answer to the 
number one question of whether con- 
sumer acceptance will react favorably 
to current production and prices. 

Somewhat wary as a result of sales- 
men’s reports of a lack of consumer 
interest in unbranded lines, manufac- 
turers have stated, however, that the 
demand for nationally known branded 
lines continues brisk, with an increased 
emphasis by dealers to deliver wanted 
shoes on schedule. Some manufactur- 
ers have said that the demand for vol- 
ume priced high style shoes exceeds 
production. 
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Probably the most uncertain factor 
which manufacturers admit will play 
an important role in the immediate 
days ahead is the weather. From all 
sections of the country, they have been 
informed, unit volumes have jumped or 
receded along a close parallel with this 
unpredictable quantity. 

Despite a reported acceptance of 
branded lines, the development of a 
trend to a condensation of lines, even 
in the nationally known branded va- 
riety, has been mentioned in some cir- 
cles. One industry spokesman ex- 
plained this tendency as resulting from 
a belief among some manufacturers 
that better quality and workmanship 
could be effected by such practice and 
that it would provide for the movement 
of a greater volume of seasonable shoes 
during a selling season. 

Another factor which probably has 
contributed to the start of such a trend 
is the report mentioned in some parts 
of the industry that conflicting lines 
sold in the same retail outlets have 
in certain instances resulted in deal- 
ers ridding their stocks of one at the 
expense of the other. To manufactur- 
ers such action on the part of dealers 
signals a return to a highly competi- 
tive market, which can be expected to 
inspire greater efforts toward creative 
designs and improved quality and work- 
manship. 

In Chicago, the great demand for, 
and a consequent dearth in good quality 
calfskin continues. Every manufacturer 
of good shoes states that he cannot 
receive the quantity he would like, even 
at the higher prices which are being 
asked today. As a result most shoe 
plants are in pretty much of a hand- 
to-mouth existence, no one having any 
sizable backlog of leathers for the 
coming season. They comment that 
even kips are at high quotations per 
foot, a sure indication that calf is 
reaching higher brackets than ever be- 
fore. Those houses now planning their 
Fall lines are also handicapped by the 
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Fashion Authority and Retailer 
Are Speakers at Guild Meeting 


New York — A fashion authority, 
Miss Esther Lyman, merchandise di- 
rector of Harper’s Bazaar, and a re- 
tailer, Clovis Saunders, of Woolf Bros., 
Kansas City, discussed the Fall fashion 
and footwear status at a luncheon meet- 
ing of the Guild of Better Shoe Manu- 
facturers held recently at the McAlpin 
Hotel here with a record attendance. 

“The Fall garment silhouette will 
focus attention upon women’s feet and 
require light, dainty shoes,” stated Miss 
Lyman in her talk on “How The New 
Clothes Will Affect Shoes.” She pointed 
out that the new silhouette has become 
very feminine with rounded shoulders, 
small waistline, and longer, fuller skirt. 
This will have a marked effect upon 
shoes, she believes, and emphasized the 
fact that shoes must be light and dainty 
with no bulk. 

“This change in fashion for Fall will 
stimulate business and give women the 
newness they want. A wardrobe of shoes 
will definitely be required by Fall’s 
specific clothes that will be made for 
specific occasions. A walking shoe with 
a medium heel will be required for street 
wear; a dressy street shoe with a high 
heel for wear with afternoon suits; a 
very dressy sandal or pump for the im- 
portant cocktail dress with longer, full. 
er skirt; low cut, opened-up shoes for 
the short ankle length evening dress 
which is the big revolution in Fall fash- 
ions.” 

Analyzing the consumer and store 
thinking on Fall shoe sales in his talk 
on “Retail Reaction,” Mr. Saunders 
said, “Women are definite about their 
shoe wants. They want a wardrobe of 
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Analysis of Colors 
At Leather Show 


New York — The revival of typical 
leather colors, as shown in the recent 
Leather Show of the Tanners Council 
of America here, is important style news 
for Fall. One tanner has brought back 
a red with a very strong brown cast 
which he made twenty years ago, it was 
noted. It is indicative of the trend to- 
ward warm deep colors seen in the 
warmer brown tones such as the Glacé 
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Foresees Higher Level of Dollar Volume 





NSMA Analysis Indicts Leather Price Levels; Finds 46 Not Typical 
Cyclical Peak; Possibility Shown That More of Public’s 
Income May be Spent On Shoes 


New YorK.—A detailed assay of 
price relationships and production 
trends in the shoe industry in recent 
years, as they point to conditions in 
the imminent future, has been released 
by the National Shoe Manufacturers 
Association. The analysis, which con- 
cludes that the public will probably 
spend more of its income on shoes in 
the future than currently, read, in 
part, as follows: 

“Since decontrol we have constantly 
stressed the fact that leather prices 
have been too high in relation to hides 
and skins. The failure of leather to 
come down has resulted in hides and 
skins, particularly the latter, going up. 

“We know that pairage sales are 
off, but we do not regard this as a 
direct or inevitable consequence of 
price resistance resulting from the in- 
creases which have taken place during 
the last half of 1946. We must consider 
carefully the evidence as to whether 
or not last year’s business represented 
a high or low level of expenditure by 
the public for shoes. 

“Shoe production for 1946 was lim- 
ited by the availability of materials, 
and not by the willingness of the pub- 
lic to purchase shoes. If leather had 
been obtainable freely we probably 
would have made 600 million pairs 
last year, and retail sales would have 
been substantially higher than they 
were. 

“The decline in unit sales that has 
occurred during January and Febru- 
ary, compared with the corresponding 
months of last year, make it particular- 
ly timely to analyze the figures for 
1946 production to see just how they 
compare with our prewar require- 
ments. 

“Although we produced 525 million 
pairs of civilian footwear in 1946, 137 
million pairs were slippers, playshoes 
and sandals, and miscellaneous types. 
Our production of basic types was 
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only 388 million pairs. This compares 
with an average annual production of 
355 million pairs of these same types 
during the five prewar years, from 
1936 to 1940. The increase in produc- 
tion was just about sufficient to com- 
pensate for the increase in population. 
“An analysis of men’s and women’s 
shoe production, exclusive of slippers, 
playshoes, etc., does not reflect an over- 
production of these types of 1946: 


(Miilion Pairs) 
Men’s Women's 


1936-40 average .. 102 156 
1941 185 
1946 rs a 179 
“Beginning in the late 20’s, and still 
more during the depression, consump- 
tion shifted to cheaper types. This 
fact can be brought to light by com- 
paring the average wholesale value 
for the various years with the Bureau 
of Labor Statistics Index of Wholesale 
Shoe Prices, multiplied by the whole- 
sale price for the base year. The Bu- 
reau of Labor Statistics Index mea- 
sures changes in the price of several 
particular shoes, following the same 
shoes year after year, while the av- 
erage wholesale value reflects the com- 
posite result of changes in price, and 
changes in quality, construction, and 
type. 

“If the value of all shoes produced 
had held up in price to the level of 
the shoes included in the Bureau of 
Labor Statistics index, the average 
wholesale price during each of the 
above years would have been higher 
than it actually was by the amount 
show in column 5. This can be re- 
garded as a rough measure of the ex- 
tent to which the shoe industry has 
been depressed since 1926. It is not 
an exact measure, of course, because 
the depression was not the only factor 
at work to modify the pattern of con- 
sumer spending. We believe the figure 
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1945, Tanners’ Council. 1946, Department 


Elect Officers of 


St. Louis S.M.A. 


Sr. Louis, Mo.—James S. Legg, sec- 
retary and sales manager of Moulton 
Bartley, Inc., was elected president of 
the St. Louis Shoe Manufacturers’ As- 


JAMES S. LEGG 


sociation, at the recent annual election 
of the organization, at the Hotel Statler 
here. 

Henry H. Rand, immediate past-presi- 
dent and merchandise manager of wo- 
men’s shoes for International Shoe Com- 
pany, becomes chairman of the board, 
succeeding J. G. Samuels, Sr., who con- 
tinues as a member of the board. 

Other officers named are: F. J. Corn- 
well, of the Brown Shoe Company, Ist 
vice-president; A. J. Brauer, Jr., presi- 
dent of Brauer Bros. Shoe Company, 
2nd vice-president; and A. V. Wheeler, 
of the Pennant Shoe Company, re- 
elected treasurer. 

Replacing C. L. Hein, Vitality Shoe 
Company, and John L. Moran, Moran 
Shoe Company, who resigned as board 
members, are Henry H. Rand (noted 
above) and Andrew Browne, of the 
Bourbeuse Shoe Company, Union, Mo. 
Mr. Browne was elected as a new board 
member. Other board members, who 
were re-elected, are J. G. Samuels, Sr. 
(chairman of the nominating commit- 
tee). Samuels Shoe Company; A. C. 
Fieener, Brown Shoe Company; and 
L. K. Kane, of Boyd-Welsh, Inc. Oscar 
Orman was renamed secretary-manager 
of the association. 


Plan to Reactivate Tanners 
Council Associates Endorsed 


New YorK—Prompt endorsement has 
been given by all sections of the leather 
trade, and by other suppliers, to a plan 
for reestablishing nationally the activi- 
ties of the Tanners’ Council Associates, 
it is reported by the Tanners’ Council 
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British Plan To 
Aid Shoe Industry 


Development Council Will Pro- 
vide Scientific and Market Re- 
search, Training, Coordination 


LonpoN—The British footwear in- | 


dustry, one of fifteen industries inves- 
tigated and examined by Working Par- 
ties for post-war rehabilitation and de- 
velopment, may in the near future be 
aided by a Development Council. 

The Industrial Reorganization Bill, 
providing the Prime Minister with 
power to establish a Development 
Council for, and by the consent of, each 
of the fifteen industries, has had a sec- 
ond reading before Parliament, and its 
passage is said to be likely. The bill 
is the result of hearings and investi- 
gation of Working Parties, each com- 
posed of one-third employers, one-third 
workers, and one-third technicians. 

The Development Councils will imple- 
ment the recommendations of the 
Working Parties, which urged that 
some continuing form of authority be 
established to improve and develop the 
technical and material services of each 
of the industries, with particular ref- 
erence to small organization within an 
industry. 


Sir Stafford Cripps, who delivered the | 
first reading of the recommendations | 
on February 13, emphasized that the | 
general proposals made would not nec- | 
essarily be followed in each industry | 


but would be modified or eschewed ac- 
cording to special needs and conditions. 

The aims of the proposed Develop- 
ment Council for the British shoe in- 
dustry, as set forth, are as follows: 

Promoting or undertaking svientific 
research. 

Promoting or undertaking inquiry as 
to materials and equipment and as to 
methods of production, management 
and labor utilization, including the dis- 
covery and development of new ma- 
terials, equipment and methods and of 


improvements in those already in use, | 


the assessment of the advantages of 
different alternatives and the conduct of 


experimental establishments and of | 


tests on a commercial scale. 
Promoting or undertaking research 


into matters affecting industrial psy- | 


thology. 

Promoting or undertaking measures 
‘or the improvement of design, in- 
‘luding promoting or undertaking the 
stablishment and operation of design 
entres. 

Promoting the production and mar- 
keting of standard products. 

Promoting the better definition of 
trade descriptions and consisteney in 
the use thereof. 

Undertaking the certification of 
products, the registration of certifiea- 
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Cut SURE: 


from your display costs 


. Shades cut your display costs by protecting window 
merchandise from sun damage. They let you SAFELY display even 
your most delicate goods— let you say goodbye to “discount sales” 
or complete losses. At the same time, Transparent Shades keep your 
window displays attractively visible all day and every day. (No need 
for awnings, blinds, canvas strips, and such.) 

Around a million Transparent Shades are now saving money 
for merchants everywhere. Have you discovered them? If not, send 
now for all the money-saving facts. Get your free copy of the illus- 
trated brochure, ‘Sun Protection plus Visibility through Transparent 
Shades.’’ Mail the coupon or write today. 


RANSPARENT 
SHADE COMPANY 


501 WERTH FIGUEROA STREET ~ PHONE TRINITY O851~- LOS ANGELES 12, CALIFORMIA 
Address all correspondence to P. 0. Box 2135, Dept. BS 4, 
Terminal Annex, Los Angeles 54, California 


TRANSPARENT SHADE COMPANY 
P. O. Box 2135, Dept. BS 4, Terminal Annex, Los Angeles 54, Calif. 





Yes, send without obligation your 
illustrated brochure, ‘*Sun Protec- 
tion plus Visibility through Trans- 





parent Shades."’ | want proof that 
1 can eliminate sunburned mer- 





chandise to cut my display costs. 
eee — 











pointed out that the pre-war average 
of cattlehides was 13.9 cents per pound, 
and the average for many years was 10 
cents, and increases in hide export 
quotas during the past several months 
proved inflationary as they raised light 
native cow-hides from 22 to 27 cents 
per pound, simply because supplies of 
hides were below the demands of tan- 
rers. Therefore, based on these irre- 
futable facts we recommended that 
these controls should be retained, and 
quotas even lowered, until hide supplies 
exceed demand factors, and until leather 
production is adequate to meet a pro- 
duction of 450 million pairs of leather 
shoes this year.” 


| 
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Lease Floor Space for 


Shoe Department 


YAKIMA, WASH.—Leslie’s has leased 
1200 sq. ft. of floor space in the rear of 
Kuhn’s Confectionery, at Grandview, 
Wash., for its new, modern shoe depart- 
ment and for the display of allied mer- 
chandise. 

The expansion of Leslie’s business has 
limited display space, and the new addi- 
tion will allow for more efficient ar- 
rangement of the shoe department as 
well, especially the juvenile section. 

Connecting the main Leslie’s store 





The Heywood Shoe 


To men who know and want the best, 
Heywood has meant the ultimate in qual- 
ity for 84 years. Among leading stores who 
feature Heywood are Abercrombie & Fitch 
of New York, Boyd's of St. Louis, and 
Hamilton’s of Los Angeles. Heywood treas- 
ures its reputation with these fine American 
retailers, and will continue to maintain its 





high standards, 


Made by the 
House of Heywood in 
Worcester, Mass. Since 1864 


MAKERS OF THE FAMOUS MATRIX SHOES FOR MEN 


Boston Boot and Shoe Club 
Holds March Meeting 


Boston, Mass.—With an attendance 
vhich was close to being the largest on 
record, members and guests of the Bos- 
ton Boot and Shoe Club, at its March 
meeting, had as their guest speaker 
Rear Admiral Ellis M. Zacharias, 
U. S. N. (Retired). 

An intelligence expert of many years 
standing, and almost solely responsible 
for the one-man psychological warfare 
against the Japanese high command 
during 1945, Admiral Zacharias told 
his audience that, in his opinion, there 
is no chance of war with Russia in 
the foreseeable future: first, because of 
the genuine respect which the Russians 
have for Secretary of State George 
Marshall; and, second, because the pol- 
icy of isolationism which will be neces- 
sary if Russia refuses to cooperate 
with the rest of the world, will lead 
inevitably to internal troubles. 





Goes Out of Business 


Macon, Ga.—McCommon Shoe Com- 
pany, 318 Third Street, is going out 
of business. Stock will be disposed of 
at a special sale, according to the man- 
agement. 
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NESLA Bolsters Argument 
Against Hide Exports 


Boston, Mass.—On his return from 
a meeting held in Washington on March 
17 by the Office of International Trade, 
Maxwell Field, executive vice-president 
of the New England Shoe and Leather 
Association, reported that he had testi- 
fied at length, first in rebuttal of “ac 
cusations and claims made by the meat 
and hide spokesmen, and second, in 
presenting a factual statement support- 
ing the action of the NESLA directors 
in approving continuation of hide export 
controls.” The presentation, he said, 
included no references to controls on 
leather exports. 

“We emphasized,” he said further, 
“that all available cattle hides produced 
in this country this year would be re- 
quired in producing leathers to meet 
consumer demand for all-leather foot- 
wear. This was particularly true due 
to the fact that normally 20 per cent of 
cur cattlehide and calfskin requirements 
have had to be imported, and because 
our imports of goat and sheep skins 
are far below normal, so that total 
leather supplies for 1947 would be in- 
adequate if domestic hides were ex- 
ported by government order. We then 


with the new area will be an 18-foot- 
long archway. 
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' MOCCASINS 





$560 Handsewn Black Waterproof Elk 
Men's 61-2—I! $3.40 
Boy's 21-2—4 $3.30 

S756 Littleway Black Woterproof Elk 
Men's 6 1-2—I!1 $2.60 
Boy's 2 |-2—6 $2.50 
$766 Women's Littleway Brown Upper 
Elk 4—8 $2.50 


$764 Women's Littleway White Elk Up- 
pers—White Soles $2.50 
$743 Men's Littleway Brown Split Re- 
tan Upper 61-2 to I! $1.85 


GROWING GIRLS’ FAST SELLERS 


Three styles! Quality Elk Uppers, Red 
Soles & Heels, Goodyeor stitch, Sizes 
4to? 2.60 


333 White Moccasin, oxford 
334 Brown & White Saddie, Dutchie 
335 Brown Moccasin, oxford 


CHARLES SPIEGEL CO., INC. 


411 Essex Street Salem, Mass. 
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Fashion Authority and Retailer 


[CONTINUED FROM PAGE 77] 


shoes and types in relative grades, espe- 
cially when the merchandise is endorsed 


There is NO PROFIT 


by fine reputation brands. Rather than | e 


broaden my grade of shoes, I am con- 
centrating upon better price lines and 
am broadening my selections and sizes 
on types.” 

The most wanted missing shoe styles, | 
the necessity of a new type of shoe ser- 
vice based upon pre-war and wartime 
experiences in selling footwear, the ad- 
vantages of being a specialist in better 
footwear and the need for departmental- 
ization of all types of merchandise were 
points discussed by Mr. Saunders in the 
first talk given by a retailer before the 
Guild. 

Mr. Saunders concluded his remarks 
with the statement that “the better shoe 
business affords so great an opportunity 
that I am planning expansion in other 


Kansas City.” 
Analysis of Colors 
At Leather Show 


[CONTINUED FROM PAGE 77] 





Chocolate, choice of the Textile Color 
Card Association, or the new Sable color 
introduced by one of the leading calfskin 
tanners or the Cinnamon Brown from a 
style leader among kidskin tanners 
which is even warmer and lighter than 
these others but is still a brown with a 
red tonality. 

Besides these reddish browns there is 
a whole group of golden browns starting 
with the Gypsy Brown and Amber 


Brown chosen by the T. C.C. A. The | 


mere fact that four of the seven Town 
Colors selected by the Association for 
Fall are shades of brown shows the im- 
portance of this color family. Add to this 
the number of browns selected by a lead- 


in Arch Supports 


UNLESS... 


| creates a customer. We do not mean 
a one-time sale; we mean a long-time 
Customer for your store . . . for shoes 
as well as Arch Supports. We mean a 
customer who leaves sold on your prod- 


| uct, and returns sold on your store. 


RESULTS BUILD CUSTOMERS 


VelVa-Sole is not a one-shot PROFIT- 
sition. VelVa-Soles produce Results. . . 


| Foot Relief or a Cash Refund. And 


cities based upon my experience in | 


RESULTS sell your customer on your 
store. 


REGARDLESS 


of what your customer has used before, 
| VelVa-Sole is not another appliance to 
| be added to his collection. VelVa-Sole 


| is proving to be the answer. VelVa-Sole 
| Arch Restorers are designed and built 


to cushion and support the foot, helping 
the arch to resume its normal position 
and perform its natural function. 























CUSTOMERS BUILD BUSINESS 


. . lightweight (no 
| metal) ... flexible. VelVa-Soles are steadily 
| building a nationwide acceptance, because cus- 


| VelVa-Soles are soft . 







tomers who have aching feet want results. 
VelVA-Soles GUARANTEE results, and RE- 
SULTS are building business for 897 retailers. 
The same customers who buy VelVa-Soles, buy 
shoes. They leave, properly fitted with VelVa- 


Patent Pending U. S. A. 
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Soles. They return, SOLD on the store. 


ing maker of promotional colors in kid- | 


skin. These include three browns out of 
four basic colors: one brown, the Cinna- 
mon shade, in accent colors; and two 
browns for coordination with all cos- 
tume colors. 

Black is being made in all kinds of 
leathers. White is being tanned in a 
new way so that the white goes all 
through the leather and the leather will 
remain a real white. This method is 
being applied to all types of skins, kid, 
goat and calf. As to other colors, there 
is a strong interest in green, particular- 
‘ty a dark “Woodland” shade; in wine 
and in grey, not too light a shade. Two 
new colors, Gunmetal and Platinum, are 
being sampled a little for bags as well 
as shoes. The idea of using a Pottery 
Beige and a Pewter Grey in combination 
with a dark staple color in spat and suit 
type shoes is being sponsored by one 
high style tanner. 

Another significant fact regarding 
leathers for Fall is the number of heavy 
leathers that will be available and the 
short supply of calfskin and fine kid- 
skin. 
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EL VA“. 


ARCH RESTORERS 


VELVA-SOLE CORPORATION 1211 Stevens Building, 17 N. Stete St., Chicago 2, Milncls 


1) TA E for your city. The VelVa-Sole 
Guarantee protects you, your 









Write for complete informa- 
tion on the VelVa-Sole Franchise 


good will, and your customer. 





Industry Waits Outcome 
Of Easter Sales 
[CONTINUED FROM PAGE 77] 


leck of suedes, also a high priced and 
= scarce commodity at this time. Tan- 
ners claim that with insufficient quanti- 
ties of hides reaching their plants, it 
is inevitable that prices will remain 
high for the time being. 

What the immediate season will 
bring in the way of supplies is still 
questionable. A recent statement of 
the U. S. Department of Commerce 
told us that it is expected that the 


price of shoes (together with several 
other lines of soft goods, such as cotton 
textiles, etc.) will drop by next Fall. 
Whether this thought is based upon 
the theory that consumer resistance 
against high prices will soon manifest 
itself more strongly and thus force 
a lowering of prices, is not disclosed. 
Some shoe manufacturers believe that 
inventories are being built up by the 
retailer. Then when the seasonal drop 
in selling occurs after Easter business 
is over, the demand for shoes from the 
manufacturer will fall off. Thus a tap- 
ering off of production will occur, and 
may very well result in lowered prices. 











BEST IV BALLET 


Deluxe pleated toe shoe in black or white 


kidskin. Style 10, $2.00 

Full Sole student ballet, 

Style No. t1, $1.90 

Style No. 1, Acrobatic sandal, 
fawn or black . . 60 cents 


Delivery 3 to 4 weeks or sooner 
Terms: Net 30 days 


Write for Illustrated Cotalog 


166 North 3rd Street, Columbus, Ohio 1 











we carry. 





HERE IS A SPECIAL OFFER OF 
WOMEN’S HANDSEWN MOCCASINS 


at an AMAZINGLY LOW PRICE 
WHILE THEY LAST!! 





Black Waterproof Leather, with Brown Orthopedic Soles. 
Sizes 4 to 9. Packed 36 pairs to the case. 


SAME IN BOYS'—SIZES 21/2 to 6 at $2.65 per pair. 


Write to us for information concerning the other lines that 


FEATURING: CROSS-OVER SHOES FOR MEN 


Be Sure to Visit Us In Room 1158 at the Hotel New Yorker 
in New York April 27th to May 1 


KANDEL SHOE COMPANY 


MEN‘’S AND BOYS’ 
114 READE STREET 





FINE SHOES 
YORK 13, N. Y. 





NEW 





New Cites of Retail Group Installed 





Recently installed officers of the Detroit Shoe Retailers’ Association, shown in 
their official capacities at a meeting of the organization, are: (left to right) John 
Malloy, president; Samuel Plotier, secretary; and Stuart J. Rackham, treasurer. 


Detroit—John Malloy of the Ernst 
Kern Company, department store, was 
elected president of the Detroit Shoe 
Retailers’ Association for 1947-8, suc- 
ceeding Leonard Hack of the Hack Shoe 
Company. 

Other new officers elected were: vice 
president, Fred Sherman, Sherman’s 
Shoes; secretary, Samuel Plotler, Orig- 
inal Sample Shoe Shop, re-elected; and 
treasurer, Stuart J. Rackham, of Rack- 
ham’s, Inc. 

New directors elected for a three-year 
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term are: Dermit W. McNab, Rollins 
Company; David Lieberwitz, David's 
Boot Shop; Roy A. Plunkett, Plunkett 
Brothers; and Milton Shapiro, Shapiro 
Brothers, of Hamtramck. 

The Michigan shoemen turned out in 
force for the Cordwainers’ Stag Frolic, 
in the Statler Hotel, staged by the De- 
troit Shoe Retailers’ Association recent- 
ly, as a unique industry affair for the 
annual installation of officers. General 
arrangements were ably handled-.by 
David Lieberwitz and Stuart J. Rack- 


ham, resulting in a lively affair that 
was given its keynote by a menu printed 
entirely in shoe terms. 

Rackham officiated as toastmaster, 
with retiring president Leonard Hack 
turning the official conduct of the affair 
over to John Malloy, incoming president. 
Al Stone, of the Goodrich and Hood 
Rubber Company, and Homer Shepherd, 
secretary of the Michigan Shoe Retail- 
ers’ Association, led in group singing. 

Bruce Dickman, past president of the 
Michigan Shoe Travelers’ Club, spoke on 
behalf of that association, which was 
host for refreshments at the cocktail 
hour. 

Talks were given by Walter W. 
Fuller, fraternal editor of The Detroit 
News, and radio commentator and S. T. 
Resnik, of the business review depart- 
ment of the News, who proved an en- 
tertaining showman as well. 

Life membership certificates, suitably 
framed, were awarded in the Association 
to William H. Adams, former president 
of R. H. Fyfe and Company, now in 
Florida, and to Nathan Hack, former 
association leader for many years, now 
in California. The certificates were re- 
ceived on their behalf by Steven J. 
Jay, of Fyfe’s, and Dr. Morton Hack, 
respectively. 

Occasion was also a special testi- 
monial to Clyde K. Taylor, president of 
the state association, who celebrated 
his sixtieth birthday and his 34th an- 
niversary in the shoe business here. 
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Dates to Remember 


Shoe Manufacturers Fall Opening, Hotel 
New Yorker, New York City. 
April 13, 14, 15, 16 and 17, 1947 
Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler Buffalo, N. Y. 
April 20, 21, 1947 
Fall Shoe Show, Central States Shoe 
Travelers, —— — Phillips 
Hotels, Kansas City, M 


Apri 27, 28, 29, 1947 
National Shoe Fair, Hotels New Yorker, 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 28 to May |, 1947 
Early Fall Openings, Guild of Better 
Shoe Manufacturers. 
Week of April 28, 1947 


Dinner and Entertainment, Boot and 
Shoe Travelers’ Association of New 
York, Pennsylvania Hotel, New York 
City. April 29, 1947 

Fall Show, Northwestern National Shoe 
Travelers’ Association, St. Paul Hotel, 
St. Paul, Minn. May 3, 4, 5, 6, 

Fall Shoe Show, Chicago Shoe Travelers, 
Morrison Hotel, Chicago. 

May 3, 4, 5, 6, 

First Shoe Market Week, Pacific North- 


west Travelers, Seattle, Wash. 
May 3, 4, 5, 6, 1947 
Monthly Shoe Show, Michigan Shoe 


Travelers’ Club, Hote! Statler, Detroit, 


Michigan. May 4, 5, 6, 1947 
Fall Shoe Show, Mid-Continent Shoe 

Travelers’ Association, Skirvin Hotel, 

Oklahoma City, Okla. May 4, 5, 6, 1947 


Shoe Show, Boston Shoe Travelers’ As- 
sociation, Parker House, Boston, Mass. 
Moy 5, 6, 7, 8, 9, 
Semi-onnual Banquet, Boston Shoe Trav- 
elers' Association, Parker House, Bos- 
ton, Mass. May 7, 
Apparel Show, Ak-Sar-Ben Men's Ap- 
pare! Club, Inc., Paxton Hotel, Omaha, 
Neb. May 10, 1, 12, 13, 1947 
Fall Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 
May 10, 11, #2, 13, 
Fall Shoe Show, Indiana Shoe Travelers, 
Hotel Severin, Indianapolis, Ind. 
May !1, 12, 13, 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, lowa. 
May !1, 12 and 13, 
Advance Fall Showing, Southeastern 
Shoe Travelers, Sheraton Bon Air 
Hotel, Augusta, Ga. 
May tI, 12, 13, 14, 
Fall Shoe Show, Southwestern Shoe Trav- 
elers’ Association, Adolphus, Boker 
and Southland Hotels, Dallas, Texas. 
May 12, 13, 14, 15, 1947 
Shoe Show, Midwestern Shoe Travelers’ 
Association, Paxton Hotel, Omaha, 
Nebraska. May 17, 18, 19, 20, 1947 
Shoe Show, Ohio Shoe Travelers’ Club, 
Hotel Deshler-Wallick, Columbus, O. 
May 18, 19, 20, 1947 
Semi-Annual Convention, West Coast 
Shoe Travelers Associates, Haas Bldg. 
and Hotel Lankershim, Los Angeles, Cal. 
June 8, 9, 10, 11, 1947 
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1947 
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Purchases Shoe Store 


OKECHOBEE, FtA.—M. Miller of Pa- 
hokee has purchased the Okechobee 
Shoe Shop here. 
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Every Type of Shoe «+ men's, women's, children’s for Every Type of Store-- 


family, department, specialty, general .. 


_in Every Price Range. Here in Chicago is a 


complete Footwear Market for style. minded, quality-conscious, profit-wise shoe Retailers 


for ber - 





Fadler Senwtce 





Shoe Man Acquires 
Specialty Shop 


SPOKANE, WASH.—Bedri J. Saad, well 
known Spokane shoe merchant and 
operator of the Saad Brothers’ Shoe 
Company in Spokane and of the Rich- 
land Shoe salon at Richland, Wash., has 
purchased Alexander’s, among the out- 
standing departmentalized specialty 
shops for women in the northwest. 

The amount of the transaction is not 
disclosed, but it is understood to be one 
of the largest in merchandising records 
of this city. 


Mr. Saad, who has operated the shoe 
department in Alexander’s for the last 
four years, has taken immediate pos- 
session of the store, but announces that 
Phil Alexander, former head of the firm 
will remain as store manager. Mr. Saad 
himself is flying east to do buying for 
what he says will be a greatly enlargea 
merchandising program. 

Alexander’s is a shop carrying every- 
thing for women in the lines of apparel 
and accessories and also operates a com- 
plete beauty salon. The store employs 
about 60 persons. 


















$00 







NET 30 DAYS 


63 India Street 


66 


elT'S FAST 
elT'S FURIOUS 


AULU 


730 — WHITE -— 4-9 
737 — BLACK — 4-9 
731 —RED 
732 — MULTI -—4-9 


PACKED 36 PAIR CASE... 2 TO 3 WEEKS DELIVERY 
_ LEATHERBURY SHOE MFG. COMPANY 


Boston 10, Mass. 
One of America’s Largest Producers of Volume Shoes! 


7-10 
7-10 
7-10 
7-10 


-4-9 








About Shoe People 


Miss Helen Sturwold has been pro- 
moted from selling in Men’s Shoes to 
third assistant buyer in Misses’ and 
Women’s suits in the J. L. Hudson Com- 
pany’s basement store, in Detroit. 

. > . 

Nathan Hack, well-known retired De- 
troit shoeman, who recently purchased a 
home at Santa Monica, Cal., is giving his 
services as a volunteer two days a week 
in doing shoe therapy at two veterans’ 
hospitals near Santa Monica. He is also 
teaching orthopedic technicians in the 
hospitals. ss © 


Al King, who runs King’s Boot Shop 
in Dearborn, Mich., is opening another 
store carrying women’s and children’s 
shoes in Wayne, a Detroit suburb. 

> . = 

Nellie Skimulis, formerly of Chicago, 
has opened a shoe store at 7739 Mack 
Avenue, in east side Detroit. 

> > > 

Herman Meyer, Michigan representa- 
tive for the Friedman-Shelby Shoe Com- 
pany, has returned from a six weeks’ 
vacation in Florida and Cuba, accom- 
panied by Mrs. Meyer. 

* . > 

Max Reimer, formerly with the Ram- 

sey Shoe Corporation as salesman for 
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the past eighteen years, has been ap- 

pointed sales manager for the Becker- 

man Shoe Corporation, here, manufac- 

turers of high grade stitchdown shoes. 
> om * 

M. J. (Archie) Kaplan, treasurer of 
Colonial Tanning Company, Inc., spent 
a week recently in St. Louis with Ervin 
Manske, Sr., and his son of the Ervin C. 
Manske Co., visiting customers in that 
area—-particularly for the Split. division. 

> > 

Al Singer, formerly with the Senacak 
Shoes, St. Louis, Mo., has entered busi- 
ness for himself at 515 Market St. N. in 
Canton, Ohio. The store will operate as 
Stevens Shoes... « « 


Fred Peters, former St. Louis shoe 
manufacturer, was host to the Commit- 
tee of One Hundred at a barbecue at his 
11,000-acre ranch west of Fort Lauder- 
dale, Fla., recently. The spread featured 
barbecued spare ribs, beef, ham and 
turkey. It was one of the big informal 
social events of the season. 

* = = 

Monte Gray of Bartlesville, Okla., has 
been appointed traveling representative 
for the Hannahsons Shoe Company to 
cover the states of Texas and Oklahoma. 
Mr. Gray is well known in the territory 


having traveled there for several years. 
At the present time he is displaying the 
white summer line and evening shoe line. 
> > > 
Edward S. Horwitz, secretary and 
credit manager of the Charles Meis Shoe 
Company, Cincinnati, Ohio, has been 
chosen treasurer of the state legislative 
committee of the National Association 
of Credit Men. ,. « +« 


Bernard De Vries, formerly in charge 
of the Freeman shoe department in the 
A. May & Son, department store, Grand 
Rapids, Mich., has been named manager 
of the shoe department at Stuckey’s 
men’s clothing store in Rockford, Ill. 

* > > 


B. J. Roszell, formerly with the Kin- 
ney Shoe store in Rochester, Minn., has 
been named manager of the Rockford, 
Iil., store. * * « 


Eric Franken, assistant manager of 
Franz Richey’s orthopedic shoe store in 
Washington, D. C., 204 Albee Bldg., has 
changed position, to become the manager 
of Herbert Cox’s establishment in the 
Liberty Bldg. here. 


Earle Ramstead is no longer connected 
with the Baltimore branch of the U. S. 
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Rubber Co. Consequently, Parker Dorsey 
of the Baltimore Shoe Club will take his 
place on the Welfare Committee. 
> > > 
Joe Foley, representative for Pli-Mode 
Shoe Company in the South and South- 
west, has sent postcards to friends, 
praising the fishing in Clearwater, Fla., 
and telling of the bucket full of 3 and 4 
pound trout he caught there. He says 
he missed a photo of his accomplishment 
Lecause the bucket fell overboard 
> > > 
Robert W. Hurrle, of Hurrle Bros. 
Shoe Company, in Rochester, Minne- 
sota, was recently named chairmen of 
the 1947 Community Chest drive in Ro- 
chester. Mr. Hurrle was also named 
chairman for the 1947 Red Cross cam- 
paign. He served as assistant chairman 
during the previous year’s drive of the 
Community Chest. 
- > > 
Burton A. Jones, 71, 88 Dove Street, 
Albany, N. Y., retired shoe store owner, 
and Mrs. Jones celebrated their golden 
wedding anniversary recently. They 
were married fifty years ago in Am- 
sterdam, N. Y. 
. > > 
Irving Shapiro recently announced 
that he will open a family shoe store at 
3706 Magnolia Blvd., Burbank, Calif. 
Mr. Shapiro was formerly with the 
Harry Shapiro Shoe Company, Los An- 
geles shoe wholesalers. The store will 
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‘Opp JF. 
JUDGED :- Jest of 6 lass 


at every showing 


When the Winner is picked, it is always 
sponsored by the J. M. Connell Shoe Co. 
whether it’s English Riding Boots — strap- 
ped or side-gored jodhpurs—or “Sea 
Boots”—Connell Shoe products take the 
Blue Ribbon and medal for all honors. 


ALL styles available in brown and black. 












be named Ailyns Family Shoe Store 
and will feature standard brand shoes. 
> > - 

Murray Kantor, owner of the Mur- 
ray Shoe Stores, has opened his fourth 
shoe store in El Monte, Calif. The 
store will be managed by Robert Wil- 
liams. The other stores are in Comp- 
ton, Santa Ana, and Riverside, Calif. 
Al Widdowson, who managed the River- 
side store before he entered the Sea 
Bees, has been appointed general man- 
ager of all stores. 

7 > 

Richard Brams, of Concord, N. H., 
manager of Brown, Inc., which has a 
large shoe department, was married to 
Miss Joan Ina Sigman of Montreal, re- 
cently, at the Mount Royal Hotel in 
Montreal. The couple left on a wed- 
ding trip to New York, Washington, 
and points in the South and Cuba. 

-_ o os 


James O. Pettigrew, veteran shoe 
dealer of Portsmouth, N. H., and Mrs. 
Pettigrew, were congratulated recently 
on the observance of their 50th wedding 
anniversary. Mr. Pettigrew was asso- 
ciated with his brother, Joseph C. Petti- 
grew, for a number of years. He is 
the city’s overseer of the poor and is 
prominent in Masonic lodge circles. 

> 7 > 

Nat Norman has opened a new shoe 
salon at 422 Espanola Way, Miami 
Beach, Fla., and is offering a complete 


Rey Styling —_ for A pallens — for Craflomanship — 
FEATURE J. M. CONNELL'S AMedall Boots—for YOUR sales. 


J. M. Connell Shoe Co., South Braintree, Mass. 
Pacific Coast Distributors — Martin Lee Shoe Company, Los Angeles 











line of women’s shoes in distinctive 

styles. The salon is under the super- 

vision of Nat Reiner. 
> > o 

Roy B. Ireland, shoe manufacturer, 
has been elected new president of the 
Merchants National Bank, Dover, N. H. 

> > > 

Frank R. Highland, associated with 
the Kaufman department store in Pitts- 
burgh, Pa., for the past three years as 
manager and buyer for women’s shoe 
departments, and Edgar E. Turner 
will be partners in the new women’s 
shoe store, The Highland-Turner Com- 
pany in Wichita, Kansas, to open in 
early Spring. 

> >. > 

Announcement has been made that 
Eli White, of Lewisburg, Tenn., has 
been named superintendent of the two 
plants of the General Shoe Corporation, 
Tullahoma, Tenn. He succeeds Wil- 
bon Marlin, who has been superinten- 
dent of the Tullahoma plants for the 
past eight years. 

Mr. Marlin has been promoted to 
general superintendent of the General 
Shoe Corporation plants in this area. 

> > > 

Abe Falk has been appointed execu- 
tive assistant to William Manowitz, 
sales head of Hussco Shoe Co., Hones- 
dale, Pa. Mr. Falk will have head- 
quarters in the Marbridge Bldg., New 
York. 
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SERVICE OG 
sraone unc or WHIOCEASINS 


FOR IMMEDIATE DELIVERY 


For every Moccasin requirement, there’s an attractive Service value. 


Illustrated — 

No. 556 — Men’s Black 
Waterproof, hand - sewn 
construction, brown 
orthopedic rubber sole, 
rawhide lace—7 to 11— 
V/z sizes included. 


B-556 — Boys’— As 
above — 2"/2 to 6. 













No. 742 — Men's Brown, split cowhide, Littleway No. 2700 — Men's Brown Retan, 


construction, brown rubber sole, Littleway construction, 
braided lace — 7 to 12 — Vo sizes Brown rubber sole, 
included. $1.90 644 to 12. $2.50 


B-742 — Boys’—As above—2!/ to 6. 1.85 — i nd mag * an 


No. 607 — Ladies’ White, full grain Elk upper, 766/2701 — Ladies — As above 4 


White cotton Lace, rubber sole 4 to 9 to 9—'/2 sizes includ. 

—Yz sizes included. 2.65 ed. 2.50 

Packed 24 pairs Terms: 2/10 Net 30 — f.o.b. Factory N. Y. C. 
to case 





SERVICE Footwear 


MANUFACTURING COMPANY, INC. 


OTM ardicls 


me y o¢€ e Boot & legg 


Leathercrafters ay 1927 


120 East 16th Street, New York 3, N. Y. 
OR TE AO SE OS AS TR SET SAN MERE TENE: ERE! ANN SOLE ARIE OR RSS MSO f ROE HOS 


——— —_s ——— —_ 


NSMA Cited for Public Rela- The resume of the NSMA public re- 
lations program indicates the broad ob- 


tions Program in New Book jectives of consumer education, in- 
New YorK—“Public Relations in CTeased per capita consumption, bal- 
Action: Case Studies of Successful #"¢ed production and sales, and in- 


Public Relations Programs” (Ziff-Da- ¢Te@sed editorial attention for shoes 
vis Publishing Company, $4.50), edited and the shoe industry, that were aimed 


by Philip Lesly, is a valuable new 4 and the successful results obtained. 
book giving in detail the histories Philip Lesly, the editor, is actively 
of 30 successful public relations pro- e™gaged in public relations work, and 
grams. One of the case studies is the Was formerly vice-president of a lead- 
public relations program of the Na- ing firm of public relations counsellors. 
tional Shoe Manufacturers Associa- Earlier he had been assistant director 
tion, which is cited as one of the of public relations for Northwestern 
“broadest ever conducted by a private- University. He was a Phi Beta Kappa 
ly supported trade association.” at Northwestern. 
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Shoe Chain Gives “Oscar” for 
Best Customer Service Record 


YAKIMA, WASH. — Edison Brothers 
Stores, Inc., owners of the Leeds Shoe 
Stores, is conducting an energetic cam- 
paign for providing better service to 
customers, and is giving an “Academy 
Oscar” as a reward for the best cus- 
tomer service record. 

The Seattle Leeds store is determined 
to get the Oscar, and manager Tom 
Moore and all the sales force are all 
smiles and brushing up on their best 
customer courtesies. 

At the end of the current year the 
Leeds chain of shoe stores will celebrate 
its 25th anniversary. From a 1922 be- 
ginning the concern has steadily grown 
until today it is one of the largest ex- 
elusive retailers of women’s shoes in 
America. 





British Plan to Aid 
Shoe Industry 
[CONTINUED FROM PAGE 79] 


tion trade marks, and the functions of 
proprietors of such marks. 

Promoting the training of persons 
engaged or proposing engagement in 
the industry, and their education in 
technical or artistic subjects relevant 
thereto. 

Promoting the adoption of meausures 
for securing safer and better working 
conditions and the provission and im- 
provement of amenities for workers, 
and promoting or undertaking inquiry 
as to such measures. 

Promoting or undertaking research 
into the incidence, prevention and cure 
of industrial disease. 

Promoting or undertaking arrange- 
ments for encouraging the entry of 
persons into the industry. 

Promoting or undertaking research 
for improving arrangements for mar- 
keting products. 

Promoting or undertaking research 
into matters relating to the consump- 
tion or use of goods and services sup- 
plied by the industry. 

Promoting arrangements for co-op- 
erative organizations for supplying 
materials and equipment, for co-ordi- 
nating production, and for marketing 
products. 

Promoting the development of export 
trade, including promoting or under- 
taking arrangements for publicity 
overseas. 

Promoting or undertaking arrange- 
ments for better acquainting the public 
in the United Kingdom with the goods 
and services supplied by the industry 
and methods of using them. 

Promoting and improvement of 
counting and costing practice and uni- 
formity therein, including in particu- 
lar the formulation of standard cost- 
ings. 

Undertaking arrangements for mak- 
ing available information obtained in 
the exercise of any of the functions 
aforesaid. 
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Price Tags with imprinted prices, any 





Sie 14" 2," [on ea 


30¢ per doz. 
12 Doz —$3.00 





Canadian 
Funds: Add 
10% ty 


= 


“V""—Spring colors, white easel, pink border, green stripes. 
V-i—Autumn colors, orange, brown stripes, white easel, price black. 


Great Little Time Savers 
selection desired. 
Spring circular with 1947 designs ready February Ist. 








LEATHER MOCCASINS 
with 5 






printed on tags 
12 Doz —$5.25 
24 Doz.—$9.25 selling 
Display features! 
Cards $1.00 
3 for $2.25 ST 


. 
* 
* 
7 








Merchants’ Service Dept., 209 $. State St, Chicago 4, Illinois 





sTOCK NO. 
Book of 1452 300 | 





markers will | ¢4 55 | 
mark 726 pairs. | OUR Price | 
| $4.50 | 

Actval she 





HANDY PRICE STICKERS for 
SHOES and CARTONS 
100 to a perforated sheet; width 
to fit your typewriter 


Check, M.O., er C.0.D. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. Stete St.. Chicego, Ill. 


STYLE +1070 
STYLE #1075 
STYLE +150 


Also available 


12 sheets 


1452 
Price Markers 
$2.00 


2 weoks: $3.50 











410-412 CHERRY ST. ° 





* Smooth brown retan split lecther uppers 

Two rows of Goodyear Littiewey lock stitching 

Reintorced coller 

Orthopedic rubber soles by PANCO 

Special lest thet gives comfort and fitting qualities of shoes 


Men's Sizes 6 to 11 ~—'1..85 
Boys’ Sizes 1 to 5 1.80 
Women’s * Sizes 3 to 9 1.80 


+ « « Smooth retan lecther moccasia with 
rawhide lacing in rich mohogony color, $2.40 per pair. 


L. N. SCHWARTZ & SONS 


PHILADELPHIA 6, PA. 














shoes cre these “Gay 


Baltimore, Md.—Projected against a background of mirrors ond varied Spring 
Dogs"—in Hochschild Kohn & Co.'s Howard street windows. 


Strips of curled patent leather in the shape of French poodies—tying in with the 
footwear under the droll caption “Gay Dogs For Every Occasion"—captured the 
fancy of shoppers here, until it was found the windows were too provocative; 
they had to be withdrawn because of the rapid sales which followed and depleted 


inventories. 





Trend to Conservative 
Noted at Southern Shoe Show 


TAMPA, FLa.—“The honeymoon is 
over” declared Eugene A. Richardson, 
general manage? of the Southern Shoe 
Exposition held in Tampa, recently. 
“Shoe manufacturers realize that from 
now on women will demand better, 
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more practical shoes for less money.” 

The statement was made in explana- 
tion for the large number of conser- 
vative styles displayed at the exposi- 
tion. There were fewer fancy high 
heeled numbers and many more com- 
fortable low heeled pumps than ap- 
peared at the last showing. The trend 
is quite definitely for more conserva- 


tive footwear. Shoes were of better 
leather, and decorated with less “gin- 
ger bread” fancy trimmings which up 
the prices. Even the more expensive 
models such as reptiles retailing as 
high as $35 a pair, were shown for the 
most part in low, and medium heels. 

It was noticed that the styles shown 
were largely of an all-age type. That 
is, nothing specially designed for the 
older women or for the young girls. 
According to Mr. Richardson “We 
don’t make styles for old ladies any 
more, simply because there aren't any 
more old ladies! Women of 65 and 70 
today dress the same as women of 25, 
and it has had its effect on shoe de- 
signing.” Then he went on to say that 
there ary; not many designs especially 
for young girls “because teen agers 
want to wear the same styles as the'r 
mothers, only perhaps with lower 
heels.” 

More than 100 exhibitors were pres- 
ent for the exposition, and invitations 
were extended to more than 2,000 buy- 
ers. 


Made Buyer for New Shop 


BALTIMORE, Mp.—N. Hess & Sons, 
here, have announced the appointment 
of Milton Harting as buyer of the new 
“Thrifty Circle” Shop. Mr. Harting was 
formerly assistant buyer of the wom- 
en’s shoe department of Bloomingdale’s 
in New York. 
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Men’s Goodyear Welt 


Quality Loafers 
Rich top grain saddle leather uppers 


| 


e Neolite or Avonite soles 
e Snug fitting counters 
e Leather innersoles 
e Neolite toplifts 
« Leather Heels 
Available in: 


B Width 8 to 12 
C Width 7 to 11 
D Width 5 to 12 


_ Antiqued Brown 
* Golden Brown 
Minimum orders . . . 12 prs. 





PEERLESS 


‘BOOT HANGERS 


For Every Type Boot 


PEERLESS Boot HANGERS are designed for 
displaying on counters and can be used as a 
combination display of hanger and your stock boots. 

A new and practical fast-moving volume item that sells on 
sight. Fishermen, hunters, farmers, outdoorsmen use them 
daily to protect boots and waders against cracking and rotting 
of rubber or leather. 

PEERLEss Boot HANGERS are rustproof and collapsible, 
quick and easy to use. 

Now nationally advertised in every leading outdoor maga- 
zine . . . at a new low list price of 25c. 

| They'll move—and fast! Write for information and prices. 


PEERLESS CHAIN COMPANY 


Manufacturers of PEERLESS TIRE CHAINS 


‘FOR QUICK TURNOVER 









Winona, Minnesota 














Simplicity with curves is the keynote of the Bon Ton Shoe Salon. Almost circular 
in shape, the salon has a green floor, gray painted walls, the plainness of which is 
relieved by four portrait-type shadow-boxes, and a round central display fixture 
pay = satin rayon of a magenta tinge. The accessories and sales counter 

at the . 


HAZLETON, Pa.—One of the most at- of the department and its fixtures. 


tractive and modern women’s shoe de- 
partments in the city has been opened 
at the Bon Ton department store by 
Cutter-Kircher Shoe Co., 411 N. 10th 
St., St. Louis, Mo., operators of leased 
departments. : 
The shoe salon is situated at the rea 

of the store’s handsome new annex. A 
circular motiff prevails in the layout 


Leather upholstered wall seats follow 
the contour of the curved walls. Con- 
centrating attention in a smal] area, a 
four-tiered circular display in the cen- 
ter of the salon shows approximately 
120 styles of footwear. 

Name brands of women’s and 
misses’ shoes ranging in price from 
$5.95 to $24.95 are stocked. 


Indian Merchant Offers “Rest, 
Peace and Health”’ for Sale 


SALEM, Mass. — A letter of arrival 
from the Sajila Sports Stores, in India, 
was revealed recently. The home address 
of the company is Mahatma Gandhi 
road, Karachi, India. 

The letter reads, in part, as follows: 
“All correspondence is invited in En- 
glish, Hindi, Urdu and Persian only. 
All prices are F.O.B. Karachi. New 
customers are expected to give bank and 
trade references. Give us your order, 
and we will give you health.” 

“By the Grace of the Almighty, good 
days have come back. The market of 
the world is coming to its normal con- 
dition. A smooth flow of trade and com- 
merce is very soon expected. 

“People want rest, peace, enjoyment 
and health after the long strain of the 
recent Great War. Only sports and 
games can give these four things at one 
time. 

“Our manufactures are made with 
skill, used with satisfaction, sold with 
pride and purchased with confidence. We 
request you to avail of the undoubted 
rich sources of raw materials in India. 

“Please do not fail to catch the Golden 
Opportunity from its forelock.” 

Among other things, the Sajili Stores 
Company notes that it trades in “cheap 
quality shoes, leather scraps, textiles, 
cycles, hardware, spices, herbs, etc.” 
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Grossmann Recounts Experi- 
ence to Younger Shoemen 


NEw YorK—“In the semi-boom period 
of today, there is nearly as great a 
demand for better shoes as there was 
a year ago—though, if you listen to 
some retailers, shoes of $20 and over 
are not selling.” 

Irving Grossmann, director and ex- 
ecutive head of the manufacturing divi- 
sion of I. Miller & Sons, Inc., in an 
informal talk at a recent dinner-meet- 
ing of the New York Association of 
Younger Shoemen here, elaborated this 
point by giving an example of a re- 
tailer, for 24 years an I. Miller account, 
who recently wanted to cancel 
monthly allotment. 

The retailer said that his inventories 
were heavy and he feared price resist- 
ance was too great. As an experiment, 
the man was guaranteed, Mr.Grossmann 
said, that he wouldn’t lose money if he 
took his allotment, with the stipulation 
that the store would have a new window 
display every month and that steady 
advertising would be used. .Later, the 
retailer wrote to Mr. Grossmann with 
the news that sales for January had 
increased 46 per cent over 1946, and 
a 69 per cent increase had taken place 
in December over the same month in 
1945. 

In relating some of the problems 
which he had encountered in studying 








SPIEGEL’S 


Wall - Right _ = 


INFANTS 


Sizes: 
Boots 3 to 
Oxfords 5 |-2 to 8 






Elk Upper 


Finest Quality: &»:*:.... 
orkmanship 
D-500 White Boot $2.00 
D-50! Brown Boot $2.00 
D-400 White Oxford $1.90 
D-40! Brown Oxford $1.90 
D-402 White Oxford 
with Brown Saddle $1.90 








707 INFANTS’ MOCS 


White Elk, semi-soft tough chrome 
leather sole. Quality upper stock and 
leather sole. Toe Stitched under to 
prevent ripping. Sizes 1 to 4 $1.20 











Sizes and quantity as desired. 
— line of Children’s Shoes 
Sizes 8/2 to 12; 12/2 to 3 


CHARLES SPIEGEL CO., INC. 


411 Essex Street Salem, Mass. 
TERMS: NET 30 DAYS F.0.8. SALEM 
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@ PERFORMANCE 


In Canada: Lester Agencies, exclusive 
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OSI AFT ATAL EY 


2507 S. HOWELL AVE “ 





ADRIAN ‘SPECIAL™ 


see the difference in 


@ FEATURES 

@ STYLING 

@ DEPENDABILITY 
You'll find the “Special” excels by any means of 
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equipment’. write for fuil information 


Migrs. of genuine Adrian X-ray shoe fitting equipment 
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and exploiting markets for high quality 
women’s shoes, Mr. Grossmann énumer- 
ated what be believes to be five funda- 
mental facts and postulates that the 
“better shoe” manufacturer should be 
aware of. They were, briefly: 1) There 
are 235 cities in the United States, of 
40,000 population or more, in which 
there is ample opportunity to create 
aud cultivate “better shoe” markets. 
2) According to a survey of one week’s 
sales in I. Miller stores, 67 per cent of 
the women who buy high quality shoes, 
constituting some 10,585,000 potential 
customers, have, or participate in in- 
comes, of $5000 or less. 3) For optimum 
sales in the future, high quality shoes 
should be marketed in specialty and 
shoe -and-accessory stores; that is, 
stores which specialize in high quality 
merchandise, and do not carry four or 
five price lines. 4) In selling shoes to 
the retailer, the manufacturer should 
offer him a balanced line of shoes. 5) 
Advertise your product. 

Mr. Grossmann, who is the president 
of the New York Guild of Better Shoe 
Manufacturers, said that the goal of 
the Guild was to make New York the 
capital of the shoe business, and to 
attain that goal it was necessary for 
men, such as the members of the Asso- 
ciation of Younger Shoemen, to ener- 
getically expand their markets and op- 
erations. 


Boston Leather Company 
To Move Office 


Boston, Mass.—The A. C. Lawrence 
Leather Company and its affiliate, the 
England - Walton. Division, announce 
that on April 7 they will move their 
Boston office from its present location on 
South street to the United Shoe Machin- 
ery Building at 52-58 High street. The 
office of both will be on the first floor of 
the building. 


Fire Damages Two Top 
Floors of Marott’s 


INDIANAPOLIS, IND. — Fireman con- 
fined flames that threatened the entire 
building as well as neighboring struc- 
tures to the sixth and seventh floors of 
the seven-floor structure of Marott Shoe 
Store at 18 East Washington Street 
here. 


No estimate was made on the damage 
to the building itself, but Virgil Ge- 
bauer, Marott vice-president and gen- 
eral manager, stated that the store had 
$200,000 worth of stock, much of which 
was damaged by water. Marott’s is one 
of the largest shoe stores in the United 
States, reporting $1,000,000 worth of 
business annually. The cause of the 
fire has not been ascertained. 
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...for your summer trade. 
These three sturdy kiddie sandals are 
designed forsummer profit and good will. 
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Attractive sandal having elk upper with 
full vamp perforated and cut in 
interesting design. Full leather sole 
Red, brown, white. Sizes 3 to 8, 
including half sizes. 





Smart, dressy sandal with 

two buckle vamp. Full leather sole 
and elk upper. Brown, 

white. Sizes 4 to 8, solid sizes only 
No. 592—pair $1.50 





No. 590—pair $1.92 x PN ad 
. . 
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Delivery: 2 weeks complete. 
Terms: 5% 10 days; 
30 days net. 
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OKay Shoe 








New design sondol with one buckle 
vamp. Full leather sole 

with elk upper. Red, brown, white. 
Sizes 3 to 8, including half sizes. 
No. 591—pair-$1.92 
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Purchase Fifth Store 

Mexico, Mo. — The Safford Shoe 
Stores Company, owned by Carl A. 
Safford, Sr., his wife Muriel O. Saf- 
ford, has purchased a fifth store, it 
was announced recently. The current 
addition to their chain is Logan’s Shoe 
Store, at Hannibal, Mo. 

The Logan store is 67 years old and 
is one of the oldest stores in northeast 
Missouri. Mr. Safford has announced 
that the name of the store will remain 
Logan’s and that the policy of the store 
will be unchanged. Carl A. Safford, 
Jr., will manage the Moberly, Mo., 
store. 
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Farr Stores Mark 85th 
Anniversary 


ALLENTOWN, Pa.—The 85th anniver- 
sary of the founding of Farr shoe 
stores was celebrated recently by 150 
employes of the Allentown, Bethlehem, 
Easton and Reading stores at the an- 
nual banquet held at the Elks Club in 
this city. 

General manager Henry W. Benner, 
Jr., welcomed the guests and Telford 





Horn, manager of the Bethlehem store, | 


acted as master of ceremonies. Follow- 


elected 





Veteran Opens 
Family Shoe Store 


WicuirTa, KANsAs—Gilbert W. Bailey 
recently opened a family shoe store 
at 1027 West Douglas. The new es- 
tablishment will feature Peters shoes, 
a nationally advertised quality line of 
footwear for men, women and children. 

Mr. Bailey is a lifelong Wichita resi- 
dent, and is a graduate of North High 
School here. He attended Wichita uni- 
versity and was associated with Boeing 
aircraft as tool planer before entering 
the army air forces in which branch 
he served for 27 months. 





Remodels Two-Story 


Shoe Store 


Houston, 'TeExaS—Remodelling of 
the Vogue Store at 821 Main Street, 
here, has resulted in one of the finest 
establishments of its kind in the South- 
west, according to some observers. 

The firm now occupies two floors, 
which have been carpeted in gray, with 
chairs and seats upholstered in dusty 
rose, indirect lighting fixtures, air con- 
ditioning, and sound equipment 
throughout. Across the rear wall in 
the main salesroom, an art mural 
shows a scene with palm trees, and the 
second floor is equally attractive. 
Harry Susman is president of the 
company. 


Lytton’s February Sales 
Rise Almost Half-Million 


Cuicaco, Itt. — Sales of Lytton’s, 
Henry C. Lytton & Company, and sub- 
sidiaries, including its licensed depart- 
ments, for the month of February 1947, 
amounted to $1,948,471 as compared 
with $1,530,583 for the month of Febru- 
ary 1946, an increase of $417,888, or 27 
per cent, according to an announcement 
today by Willard W. Cole, executive vice 
president and general manager. 

Sales of Lytton’s, subsidiaries and 
licensed departments, reflected in to- 
day’s statement, included those from the 
State Street Store in Chicago, stores in 
Evanston, Oak Park and Alton, Illinois; 
Gary, Indiana, and Cincinnati, Ohio; li- 
censed departments in stores in six 
cther Illinois cities; and sales of Young- 
Quinlan Company of Minneapolis. 





Shoemen Elected Officials 
Of Merchants Association 


WILKES-BARRE, Pa—E. L. Walter, 
head of Walter’s Shoe Store, has been 
assistant treasurer of the 


ing the dinner Harvey L. Farr,. presi- | Wilkes-Barre Wyoming Valley Mer- 


dent of the firm, briefly reviewed the 
history of the business which was 
founded in 1862 by Jacob L. Farr, Sr. 





chants Association, and J. S. Raub, 
head of Thrift Shoe Stores, has been 
elected a director of the association. 
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Style V. Tough pigskin top, soft sponge rubber metatarsal 


Women’s sizes: 5 thru 10, wide and nerrow, $14.40 per dozen pairs 
6 thru 13, wide and narrow, $16.80 per dozen pairs 


Men's sizes: 





Fashion Co-ordination 
Guide 
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tive new rendition of warm, golden tan 
in soft-grained leathers for unlined 
shoes and for other grained leathers. 


Desert Sand 

New natural shade, especially adapt- 
ed to sports and casual types and to 
shoes for sturdy outdoor wear. This 
neutral tone is also suited to heavy 
smooth versions and to sie leather for 
ski boots. 


Cabata Brown 

Again recommended as an accepted 
dark chocolate tone for sports or casual 
shoes. Suitable for reversed or suede 
finished leathers. 

The Men’s Shoe and Leather Color 
Card for Fall 1937, to be issued short- 
ly, will, as in the past, portray the 
official colors in leaher and give mer- 
chandising notes as well. 


Construction Completed in 
Expansion of Shoe Store 


ATLANTA, Ga. — Announcement is 
made that a construction program 
adding more than 8,000 square feet to 
the Peachtree Street shoe store of 
Thompson, Boland & Lee, Inc., has 
been completed. 

Oscar R. Thompson, president of the 
firm, said that the expansion has been 
at the rear of the store and brings 
additional selling, storage and office 
space to the three floors. On the street 
floor, the additional space will be 
utilized for stock, permitting the stor- 
age of women’s shoes. 

Mr. Thompson added that on the 
second floor, the additional space will 
be used for selling children’s and tall 
and short girls’ shoes. This floor in- 
cludes a lounge and rest spot for 
mothers. A gallery of mounted fish 
decorates the walls. 

A Lamson Tube system and a mod- 
ern freight elevator which serves all 
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VOSBURG FOOT APPLIANCE CO. 


floors have been installed. The en- 
larged basement will be used as a 
receiving and supply room. 


Shoe Store First Sponsor 
For New Radio Station 


ScRANTON, Pa.—Lewis & Reilly Shoe 
Store became the first sponsor to sign 
a contract with Radio Station WSCR 
which plans to begin broadcasting in 
April. The store will sponsor a daily 
15-minute news program. 


Shoe Salon Opened 


WILKEsS-BarreE, Pa.—J. Lipman Shoe 
Salon has been opened by Jack Lipman 
at 86 South Main St. Mr. Lipman was 
formerly shoe buyer at the Bergman 
department stode here for 16 years. 
His connection with shoe retailing ex- 
tends over a period of 37 years. 


Management Association Cites 
Need for Lower Unit Costs 


New YorK—Although many individ- 
ual manufacturing companies have 
made great progress since the war in 
production methods and management, 
the production expectations and de- 
mands of a well-balanced economy will 
not be met unless there are even great- 
er improvements, according to a state- 
ment by the American Management 
Association, released recently by Alvin 
E. Dodd, president. 

“If the nation is to enjoy the belie- 
fits of full production, ways must be 
found to increase production and lower 
production costs to a greater extent 
than to date,” the AMA statement said. 

The AMA said its Production Divi- 
sion Advisory Council reported that 
many production authorities believe, 
“management reconversion has not 
taken place—at least, not in the sense 
that hard-hitting competitive manage- 
ment policies, accenting cost-conscious- 
ness, are being followed.” 

“Too many qualified observers hold 


A NEW LINE OF FOOT APPLIANCES 


Designed to give the dealer a professional 
type appliance that will bring him a 


longer margin of profit 


Let us show you how a $50.00 stock of our 
supports backed up by weekly size-ins can 
show a profit of over $1000.00 a year on ten 
sales a week. 


Write today for small run of sizes or for our catalog 


i616 LAVACA fr. 


AUSTIN TEXAS 











WOMEN’S SMART 


HOSIERY 


FULL-FASHIONED 
& CIRCULAR-KNIT 
” 


NYLONS 


Regular . . Slim-Leg 
Extra-Long . . Outsizes . . Kant-Runs 


PURE SILh 
45-Gouge . . 3-Thread 
Also Outsizes 


RAYONS 
Full-Fashioned . . Medium & 
Service-Weight . . Regular & 

Slim-Leg Styles . . Also Bareleg 

No-Seam Type 


FULL-FASHIONED 
FINE LISLES 
om 


DESCRIPTIVE PRICE-LIST 
| ON REQUEST 


FREEDMAN cesieny cone 


319 Fifth Avaruc, Hew York City 16 











that management has ‘gone soft’;” the 
statement said, “that too many com- 
panies are relying on eager undiscrim- 
inating customers to accept products 
that wouldn’t make the grade on a pre- 
war basis; that the basis of existence 
for certain industries—continuous im- 
provement method and product—has 
been forgotten in the post-war atten- 
tion to material and labor problems.” 

The Association announced it will 
hold a two day conference in New 
York April 24 and 25 of 800 key pro- 
duction executives in leading industries. 
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Trve Ballet Last 
Full-length, padded, sewn 
sole with cushion insole. 
Black, white, red, green kid 
Full sizes 3 to 9; 

medium width. 2.25 


Delivery 3 to 4 Weeks 
or Sooner 
Terms: Net 30 Days 


166 Nerth 3rd $t., Columbus 15, Ohio 


Outdoor Ballerina 
with leather sole, “low-down” 
outside heel. Cushion insole 

plus phantom wedge inside heel. 
Full faille-lined, in block, 

white, red, green kid or suede. 
Sizes 3% to 9, AA to B. 3.00 
























Southeastern Shoe Travelers, Inc. 


OFFER UNEXCELLED SERVICES 
TO MERCHANTS AND 


MAY 11-12-13-14 at the 
Sheraton Bon Air Hotel Augusta, Georgia 


Make your reservations through 
E. M. COUSINS, Executive Secretary 
538 Tutwiler Hotel — Birmingham, Alabama 


More than 250 shoe and accessory lines on display 


SOUTHEASTERN SHOE TRAVELERS, INC. 





BUYERS ON 

















Urge Veteran Training 
Program for Shoe Industry 


New York. — The National Shoe 
Manufacturers Association has endorsed 
the program of veteran rehabilitation 
being promoted by the Veterans Ad- 
ministration and the Veterans Employ- 
ment Service as being a practical means 
of providing early replacements for 
over-age workers and offsetting an in- 
creasing retirement ratio. 

Pointing out that the average age 
of shoe industry workers in many plants 
is nearly fifty years, the association 
stated a training and replacement plan 
is long overdue. Training programs for 
veterans and disabled veterans, as pro- 
vided for in the G.I. Bill of Rights, have 
already been set up by many manufac- 
turers, but this is not nearly enough 
to supply the replacements which the 
shoe industry will need within the next 
decade. 

Under the G.I. Bill of Rights, the 
Veterans Administration is authorized 
to make subsistence payments to vet- 
eran employees while they are learning 
a trade. However, non-disabled veterans 
must start their training within: four 
years of their discharge or the official 
end of the war, whichever is later. 

The National Shoe Manufacturers 
Association urges shoe manufacturers to 
set up training programs now before 
the four-year limitation begins to bar 
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government aid to the veterans and 
before other industries have absorbed 
those veterans interested in trainee 
projects. 

“Even though market conditions are 
still unstable in the industry,” said 
an Association spokesman, “wise manu- 
facturers will take advantage of this op- 
portunity while it still exists. By offer- 
ing jobs and training to veterans—dis- 
abled and non-disabled—now, we can 
insure a stable, skilled labor supply ten 
years from now.” 


47-Year-Old Shoe Store 
Undergoes Renovation 


GREENVILLE, S. C.—Extensive renova- 
tions designed to give its customers 
more and better service have been com- 
pleted by Patton, Tilman & Bruce, one 
of Greenville’s leading shoe stores. 

The store has installed an elevator 
and completely air-conditioned the build- 
ing. New fixtures have been installed 
throughout the store and it has been 
completely recarpeted. 

The alterations have heen in progress 
since last June, but the store remained 
opened throughout the renovation pro- 
gram. Scarcity of materials slowed the 
work somewhat. 

Ernest Patton is president of Patton, 
Tilman & Bruce, in business here for 
the past 47 years. George Ridenhour is 
general manager. 





Adds Store to Kansas Chain 


LINDSBORG, KANSAS.—A new Sweeney 
Shoe Store opened here recently, in a 
completely remodeled building with a 
23 by 42-foot sales room. M. W. Sweeney 
is owner and announced that Carl A. 
Rausch, who was employed in Sweeney’s 
Shoe Store in McPherson, Kansas, is 
manager of the new Lindsborg firm. 

New shelves were put in the remodel- 
ed store, and the floor was improved. 
Ivory fixtures were installed, the walls 
were painted turquoise blue, and the 
seats have blue leather trim. 

A complete line of men’s, women’s 
and childen’s shoe will be carried, 
Mr. Sweeney said. 





Clothing Store Enlarges 


Shoe Department 


Emporia, KANsAs. — The Palace 
Clothing Company here, which has 
reached the end of a major interior re- 
modeling program, recently held its for- 
mal opening of its new and bigger shoe 
department. 

The store’s new shoe department, ac- 
cording to John Honeyman, manager, is 
complete for men, women and children 
for the first time in the store’s history. 
The shoe department is located in what 
formerly was devoted to the boy’s de- 
partment. 
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Sell your shoes 
on this lovely stand 


Price (all heights) *6’° ea. 


White— “ 


or our new catalog 


Gillman Plastic Fixtures 


— made in our own factory— 
503 N. 12th St., Dept. , St. Lovis 1, Mo. 











ATTENTION 


VOLUME RETAILERS 
CHAIN STORE OPERATORS 
EXPORTERS « 


MAKE YOUR OFFER FOR ALL 
OR PART OF THIS NEW LINE 


INVENTORY OF 6,000 PAIRS 





Children's (7 to |i )—All-Leather Strap 
Sandals. Composition Sole — Rubber 
Heels. 


Misses’ (12 to 3). Composition Sole— 
Rubber Heels. 


Colors—White—Red 
$2.00 Retailers 


Write Or Wire Your Offer Today 


Immediate Liquidation Guarantees 
Favorable Consideration 


BOX 727 
Boor & Suoe ReEcorver 


100 E. 42ND ST., NEW YORK 17, WN. Y. 
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cent, and dollar volume off slightly 
from last year, but the pre-Easter buy- 
ing, starting late, came through heavy 
and shoe men looked forward to an 
Easter equal to last year’s. 

Customer price consciousness was 
more evident this month than ever, 
and shoe men report that although 
they now have twice the stocks they 
had a year ago, they aren’t doing the 
same amount of business; the reason, 
“price shopping.” 

Women, buyers report, now go on 
shopping trips armed with specific de- 
sires and knowledge of what they will 
pay. Demand for style is greater, and 
price comparisons have brought about 
a highly competitive market for the 
shoe seeker’s dollar. 

This price consciousness is being 
filtered back from the retailer to the 
jobber and manufacturer. Retailers 
of women’s shoes report that although 
their stocks are larger than previ- 
ously, they are buying on a hand-to- 
mouth basis, replenishing what they 
need, if they can find it at the price 
they wish to pay. Stock is not carried 
in any quantity, and the stores to re- 
lieve themselves of the necessity of 
carrying shoes outside their previous 
ranges, and unwilling to absorb, in- 
creases or cut their mark-ups, are not 
buying unless they can find shoes to 
fit their customer’s accepted and main- 
tained price ranges. 

In the men’s lines price conscious- 
ness on the part of buyers is even 
more pronounced. Many stated that 
their mark-ups have in many instances 
been halved, and they will accept the 
situation no longer than this Easter 
-eason. 

Retailers handling men’s lines are 
enthusiastic about the expected Easter 
business, fully anticipating an Easter 
that will surpass last Christmas. Big- 
gest demand is for plain toe, heavy 
types, with a black wing tip running 
highest on the list of dress shoes. 
Cordovans are beginning to come into 
the market in some numbers, and de- 
mand for a dark wing tip cordovan 
is very strong around Yale. 

The men still seem more style con- 
scious than price conscious. It is not 
the customer in this line that is build- 
ing up price-consciousness, but the 
merchant who has absorbed much of 
the rise in costs. Immediately after 
Easter, buyers of men’s shoes declare 
that they will appear in the market 
with definite demands to be served at 
their price. 

















Here it is! Enjoy extra profits and added 
trafic with this sensational, easy-to-sell 
item. The first sensationally new idea to hit 
Golfdom in years. PARCLEAT turns any 
shoe into a regulation “Phillips” cleated 
Golf Shoe. Its all-metal, rust-proof one 
piece plate fits and locks on any shoe in a 
few seconds, and won't come off until re- 
leased with key. Old shoes, comfortable 
shoes, any shoes—can be quickly converted 
into Golf Shoes with PARCLEAT. Every 
Golfer will want a pair! It’s a sure-fire 
sale and profit-maker for stores everywhere! 


Retails at $2.75 per pair 


(WESTERN STATES, $2.95) 


mp Your Price $1.71 am 


Terms 2% 10 days—F.0.B., N. Y. City 
INDIVIDUALLY BOXED @ COMPLETE WITH KEY 
FREE 3-COLOR COUNTER DISPLAY WITH ORDER 





EASY TO LOCK ON. 

A twist of the key—they're 
ON. Adjusts to any shoe. 
(Size 6 to 12, any width.) 


EASY TO REMOVE. 

A twist of the key—they're 
OFF. The bother of chang- 
ing shoes is eliminated. 


aetna eran agen 
| ie Pancreat co. 


3048 Rodman St.. N. W. Weshiagtos 8, D. C. 
Dept. 8 


Ship Dozen pair 
PARCLEATS @ $14.40 Doz. (Mini- 
mum factory pack, 1 Doz. pairs.) 
(0 Send sample @ $1.20 plus postage. 
NAME 
Fis 
STREET__. 
EE 


Zone State 
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"3033 Retaitinc IpEas’— 














New, Enlarged Edition 


SHOE RETAILERS WILL WELCOME THIS BOOK. It has, es- 
pecially for them, a long chapter of 138 ideas for Shoe Selling, 
Display and Stock-Keeping, besides hundreds more adaptable to 
shoe sales promotion—and still more, including— 

Advertising Ideas Ideas to Attract Children 

















Prize, Discount and Gift Ideas Cash, Credit and Collection Ideas 
og Unusual and Miscellaneous Ideas Anniversary Sale Ideas 
neve yao Management and Economy Ideas Spring and Summer Ideas 
seco? peo quo? Merchandising Ideas Voting Contest Ideas 
seg Employer-Employee Ideas Mailing List Ideas 
sist Ideas That Make Stores More Attractive Dollar Day Ideas 
aad Ideas That Attracted Christmas Crowds Mother’s Day Ideas 
Ideas for Merchants Who Get Together Hosiery Ideas 
i og Radio Advertising Ideas 
a anos? a THIS BOOK inspires quick action, helps to plan ahead. It is all 
~~ . “meat”, long articles boiled down for the use of the experienced, 
. busy merchant; to keep at his elbow, for the idea he wants when 
he wants it. '3033" offers him the biggest business return ever 
40 Chapters for the small cost. 
306 Pages Foreword by PAUL H. NYSTROM, 
3-50 Professor of Marketing, School of Business, Columbia University 
POST PAID 
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Expansion Triples Size Women’s Bootery 





Newbold's Bootery, as it will look when construction is completed sometime in 
the Fall of 1947. The store opened in 1942. When finished the frontage will have 
been increased to 60 feet, with a depth of 60 feet on another street. 


CINCINNATI, O.—Newbold’s Bootery, 
located at 450 Race Street, here, for 
the last fifteen years, is scheduled to 
complete by April 1st the first part of 
an expansion plan that ultimately will 
give them a sixty foot frontage on 
Race Street to Carew Tower Arcade, 
with a sixty foot depth into the Ar- 
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cade. The store will have sixty feet 
of display windows on Race Street and 
will extend also in the Arcade to a 
sixty foot depth. 

The company will occupy the entire 
space from 446 to 450 Race Street. It 
is already working on improvements of 
the space at 446 Race and will com- 


plete expansion as soon as the property 
is vacated at 448 Race Street. The 
company’s floor space will be nearly 
tripled by the expansion. 

Newbold’s for fifteen years has been 
conducting a quality business in foot- 
wear featuring I. Miller shoes exclu- 
sively in Cincinnati since the opening 
in 1942 with fine bags, gloves and hos- 
iery to complete the accessory picture. 

Newbold’s is headed by W. E. New- 
bold, president; J. C. Newbold, vice- 
president; Edward F. Deichmann, sec- 
retary, and Carolyn M. Schafer, trea- 
surer. 


Shoe Store Opens 
In New Building 


ARTESIA, N. Mex.—The Artesia Shoe 
Store has been opened here in the new 
Booker Building, recently completed. It 
will carry a complete family stock of 
shoes. 





Granted Building Permit 


Ext Paso, Texas—The Guarantee 
Shoe Company has been granted a 
$15,000 city building permit to remodel 
a store at 210 East San Antonio street 
for its use. The firm is being forced 
to move from its present location on 
Mesa avenue by construction impend- 
ing on the new El Paso building of the 
F. W. Woolworth Company. 
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FIRST QUALITY TENNIS AT A PRICE! 


Made in U.S.A.—Beat This Value 


LACE TO-TOE OXFORDS Immediate 

© Colors—Biack, Brown, or Blue © Colors—White or Bive Delivery 
© Heavy Conves . Duck Uppers 
© ioe Rubber teloe © Metdert Rubber Seles 
© Reinforced Side Stays ® Reinforced 
© Packed—24 Pr. Ass't Sizes to Case | * Pocked 24 Pr. “? Sizes to Case 
Men's sizes 6 to 12.........6555 1.75 | Men's sizes 6 to 12...........-- 1.40 
Boys’ sizes 22 to 6.......66005- 1.60 | Women's sizes 32 to ..........- 1.30 
Youths’ sizes 11 to 2........+..+. 1.50 | Misses’ sizes 122 to 3.......... 1.20 
— , Eh BR occcece ye Child's sizes 6 to 12..........++. 1.10 

2 FO Vecccee . . 
Misses (Hi-White) sines 12% to 3 1.38) "qs se 20 Dare-9-O8. B.C. Sl ian 
Any Assortment 
ASHER SHOE CO., INC., 116 DUANE ST., NEW YORK 7, N.Y. 
















Open First of 10 
Planned Shoe Stores 


PHILADELPHIA, Pa. — Cousins, Inc., 
the first of a planned chain of 10 shoe 
stores in this area, was opened recent- 
ly at 34 South 69th street. The new 
store carries men’s, women’s, children’s 
shoes in medium and high price ranges. 

Officers of the company are: Joseph 
Rosenberg, president; Nat Wattenmak- 
er, vice-president; Morris Rynes, 
treasurer; Ed Rosenberg, secretary. 
Joseph Wattenmaker is manager of 
the new store. 

Joseph and Ed Rosenberg are the 
owners of two shoe stores here, under 
the trade name of “Rosenburg,” and 
Nat Wattenmaker and Morris Rynes 
are owners of the “Shoe Fair Store,” 
on Germantown avenue. 





Opens Second-Floor 
Shoe Salon 


ELKHART, IND. — Ziesel Bros. have 
opened a new shoe salon on their sec- 
ond floor, the store’s fashion floor, fea- 
turing “a wealth of styles for the 
Woman and Miss.” 





Charles W. Agnew 


MANCHESTER, N. Y.—Word has been 
received here of the death in Arlington, 
Mass., of Charles W. Agnew, for 27 
years an organizer and business agent 
in this city for the Boot and Shoework- 
ers’ Union (AFL). 

Mr. Agnew was a native of Dover and 
had resided in Manchester for 45 years. 

Survivors include the widow, two 
daughters, Mrs. Francis J. Kelley of 
Manchester and Mrs. William Shaw of 
Exeter, and two sisters, Mrs. Sadie Ma- 
honey and Mrs. James Riley. 





Millard L. Bowman 


San Dieco. — Millard L. Bowman, 
manager of Walker’s men’s shoe depart- 
ment, died of what was diagnosed as 
leukemia, recently. Only 40 at the time 
of his death, Bowman left a widow and -: 
two children. 


April 1, 1947 


Plan to Reactivate Tanners 
Council Associates Endorsed 
[CONTINUED FROM PAGE 78] 


of America here. The Tanners’ Council 
Associate plan was developed in the 
*30’s in order to obtain unified and 
efficient action of creditors in dealing 
with business embarrassments and in- 
solvencies. 

Under the Associates’ plan, a con- 
structive and unified approach is taken 
in handling insolvency situations, it 
was pointed out. With more than 250 
cases handled since the inception of the 
Tanners’ Council Associates, it is 
acknowledged that the plan offers a 
highly practical basis for the most 
efficient and realistic treatment of em- 
barrassed debtors. It is simple, con- 
structive and capable of maintaining 
debtor-creditor relationships on the 
highest plane consistent with good busi- 
ness practice, it was asserted. 

The T.C.A.’s Plan is founded upon 
two basic principles: First, no com- 
promise with dishonesty; second, every 
possible assistance to honest debtors in 
temporary difficulties. Regional di- 
visions of the Associates are maintained 
in the six principal areas with an ex- 
ecutive committee for each area. Mem- 
bers of the Associates can participate 
in whichever of the local divisions are 
most conveniently situated. The chair- 
men of the several regional committees, 
together with the executive head of 
the Tanners’ Council of America, con- 
stitute the governing committee for the 
entire organization. 

Membership in the Associates is not 
confined to members of the Tanners’ 
Council. The membership is open to 
other concerns who sell to the same 
type of customers as do tanners. The 
present membership includes practically 
all tanners and a very representative 
proportion of other supply trades. 

In view of the specific purposes for 
which the Associates were organized, 
definite steps are pursued in handling 
all cases coming before them. The pro- 
gram includes the following measures: 
(1) All members of the Associates are 
immediately notified when any debtor 
announces insolvency or is in financial 











Chrome tanned for extra 
strength, finished or unfin- 
ished. Flynntan Sole Splits 
are easy to work, hold 
stitches well, give extra 
good service. Economical 
for casuals, women's street 
and dress shoes, infants’ 
and children's shoes, bow!- 
ing and boxing shoes and 
all kinds of slippers. 


John 





Flynn & Sons, Inc. 
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difficulty warranting consideration or 
action by creditors. (2) Authority is 
granted to attorneys for the Associates 
to represent the members concerned in 
all proceedings before any agreement 
as to a settlement is reached. (3) An 
examination is made immediately by the 
Associates’ accountants of the debtor’s 
books and his business relations inso- 
far as they touch upon the immediate 
question. (4) When all the facts are 
determined, it is decided fairly in the 
interests of both debtor and creditors 
whether an extension or settlement will 
be made, bankruptcy proceedings in- 
stigated, or criminal action begun in 
the-event that fraudulent practices are 
found. [TURN TO PAGE 98, PLEASE] 
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HAITI SLIPPERS 


Fascinating, Captivating, Exciting 
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for « Home 
* Club 
¢ Beach 







Feminine Ensembles 
Now in Vogue 

Natural Sisal 

Red Sisal 

Green Sisal 

Brown Sisal 


For Completing | 
| 


Lot B-405!, 
Lot B-4053, 
Lot B-4054, 
Lot B-4055, 
Lot B-4057, Yellow Sisal 


| 


$4.65 pr. Net Fos. sar 


Women's Sizes 3-8. Each Pair Boxed 


P. H. VOLK & Company 


2-4 W. Lombard St. Baltimore 1, Md. 
Importers & Distributors 








FOOT APPLIANCES 














METATARSAL PADS 
' $4.25 per gross pair, f.0.b. 
les Angeles, lifornia. 
ua Buy direct from manufac- 
¢ of rubber 
' SUPPORTS and 
pedic SHOE CORRECTION. Write for illustrated 
A. L. SCHENK ORTHOPEDIC LAS. 
1024 W. 7th St Les Angeles 14, Calif. 
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SANDALS 


Lined Smooth Elk Sandal 


Retan Leather Sole and Rubber Hee! 


$1.85 


White, Brows 
Red 
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Sizes: 5-8; 82-12; 121-2 
Also No. 3502—Unlined Elk 
Sandal, Brown Sport Rubber 

Sole and Heel at $1.50 


IMMEDIATE DELIVERY 


Net '0 days F.O.B. N.Y. 
36 pairs to a run of color to case. 
See Us at Hotel New Yorker Apr. 27-May 1 


POLONER SHOE COMPANY 


156 Ducne Street New York, N.Y. 
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$100,000 Expansion Increases Sales 





The new Combs’ specialty shoe shop, owned by brothers J. Walter Combs and 
Ernest C. Combs, as if was decorated for the gala opening. 


ZANESVILLE, O.—J. Walter and Ernest 
©, Combs have opened their new $100,- 
000 specialty shoe shop at 524 Main Si., 
here, after months of modernization and 
improvement of the new premises. 


price lines. We think our expanded ad- 
vertising program accounts for a lot of 
this “up trading.” We try to be the first 
in the city to sponsor new colors and 
styles . . . get on the color bandwagon 





ERNEST C. COMBS 


The two brothers first opened a retail 
shoe store here in 1935. During the next 
11 years the business has grown from 
the original store quarters of 1400 
square feet at 508 Main to the more re- 
cent 2700 square feet at 512 Main. This 
month, the gala opening celebrated their 
taking over 18,000 square feet of a two- 
story building. 

Since the new store was opened, and 
at present rate of business increase, 
sales volume for the year will be in the 
neighborhood of $300,000, or at the rate 
of 40 per cent increase over last year, 
the Combs brothers estimate. 

As stated by Walter and Ernest 
Combs, the present quota restrictions 
are holding back opening of their sec- 
ond floor. 

“Quality merchandise is wanted and it 
is not because we don’t have a range in 


J. WALTER COMBS 


first has been our ambition. We are 
using radio, direct mail and newspapers 
and are spending twice as much on ou! 
publicity campaign” added Mr. Combs. 

At present the main floor, 22 feet by 
269 feet, is utilized for selling area. 
Complete departmentalization has been 
inaugurated. Window space is 17% feet 
deep and window lighting is accomplish- 
ed by use of 2700 incandescent and 3500 
watts of fluorescent lighting. The only 
silhouette sign in this city has been put 
up for the new shoe store and this has 
letters 4 feet high and is neon lighted. 

Straight grain natural oak is used in 
store interior. Recessed shelving holds 
14,000 pairs of shoes. The vestibule 
floor is of terraza and magnacite used 
for accessory section. Mirrored doors 
and shoe cases are set in brass. Indirect 
lighting is used throughout. 
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CELLULOID SHOE FORMS 

















Lodies', misses’, children's, Infants’ — flesh 


color only, varied heel heights and sizes — 
Immediate delivery. Write samples, also 
HOSIERY FORM details and Shoe Findings 
Catalog. 


You are cordially invited to visit our 
exhibit at the . 
NATIONAL SHOE FAIR 
APRIL 27th through May 2nd 


HOTEL McALPIN Room 541-543 
New York City 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 














WORK SHOES | 











~ Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made | 


GOODWILL SHOE COMPANY 
Hollistoe, Massechesetts 
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“GLAMORIZERS” 


by ACE BOWS 
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Foresees Higher Level 
Of Dollar Volume 


[CONTINUED FROM PAGE 78] 


is significant, and we attach consid- 
erable importance to the fact that as 
we get into a period of wartime pros- 
perity the gap narrows. 

“The most recent study of per capita 
production appeared in the December 
15, 1946, issue of the Boor AND SHOE 
RECORDER (page 83). This study show- 
ed the per capita production of men’s 
shoes from 1922 through 1929 to have 
averaged 2.30 pairs per year. An esti- 
mated figure of 1.93 for 1946 is also 
given, but in the light of the data now 
available, based on actual production 
for 1946, this figure should be raised 
to 2.05, exclusive of slippers and men’s 
playshoes. From 1936 to 1940 the av- 
erage per capita production of men’s 
shoes was 2.12, or .07 higher than for 
1946. 


“It is not improbable that if good 
times continue men’s per capita produc- 
tion will rise to or above the level of 
the 20’s. Possibly men walk less today, 
but even if per capita production does 
not rise above the average of the five 
prewar years it should rise above that 
for 1946. 


“It is difficult to compare per capita 
production of women’s shoes today with 
earlier periods. In the 20’s, women’s 
cement shoes were not made on any 
considerable scale. The cement con- 
struction enabled a wholly different 
type of shoe to be made and lowered 
the cost of manufacture. Such a radical 
change, of course, changed the’ con- 
sumption pattern. More recently, play- 
shoes became an important factor. Last 
year, 59 million pairs were manufac- 
tured for women, and the extent to 
which they displaced conventional 
shoés is as yet undetermined. 

“Per capita production of women’s 
shoes in 1946, excluding slippers, play- 
shoes, sandals, and miscellaneous 
types, was 3.45 pairs. This compares 
with a figure of 3.57 pairs (also ex- 
clusive of slippers; sandals, etc.) dur- 
ing the prewar years 1936 to 1940. 

“All the factors which we have touch- 
ed upon, as well as many others, must 
be borne in mind in any effort to 
evaluate the situation which the shoe 
industry faces today. 

“There is sound truth in the propo- 
sition that consumers tend toe spend a 
fixed percentage of their incomes for 
various commodities, such as _ shoes, 
food and rent. We have suggested 
several reasons why it is quite like- 
ly to expect the public to spend a 
larger portion of its income on shoes 
in the future than it has been spending 
recently. Due consideration must be 
given to the renewed competition of 
other commodities, but too much 
weight must not be attached to pres- 
ent surface indications. While we must 
be on the lookout for a change in 
trend, we must not lose our perspec- 
tive.” 
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WESTERN BOOTS 
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BEFORE YOU BUY 
COMPARE 


VALUES!! 
WESTERN BOOTS 


Ne. 3828 Brows 
No. 3829 Bleck 


$9.45 


Authentic Western Boots 






Sizes 5-11 
C&D Widths 





Delivery 


Off Asco 


SHOE CO., INC., 101 DUANE ST., N.Y.C. 
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SPORT SHOES 
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SPECIAL ™ are 


$3.25 VALUE 
PANOLENE SOLE 


FLAT HEEL 
Genuine 


$*2 .59 
2 ELK UPPER 


MAHOGANY STAIN FINISH 











> 
LEATHER SOLE 
COLLEGE HEEL 


M widths, Net, F.0.B8. Philo. 


VANITY SHOES 


34 No. 4th St., Phila. 6, Pa. 
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TENNIS SHOES 








Our 1947 tennis is really tops!! | | 
Quelity—plae—Seles Appedt | 
| 
| 


*No Mark Rubber Sol Soles 
* Features: Side Stays & 





a. Biack, Brown, 

* Packed 24 assorted pairs 
to the 
case in 
each coler 
* Mens 6 te 
12, $1.75 
pair 


sap 12 & HOS | 


= Lite Gents oe er 10/5. $1.45 pai 

waive Ladies Wi White acdiase st $1.55 | 
xfo rds | 
or Blue 
“$145 





Days 
S. STEINHART SHOE CO. Inc. 


613 Grand Ave., New Haven 11, Conn. 











View Shoe Collection 
In Omaha 


OMAHA, NeBR.—An estimated 150,- 
000 persons stopped to look at “His- 
tory’s Footnotes,” an invaluable collec- 
tion of 125 pairs of shoes, which was 
shown in a main window for two days 
at the J. C. Penney Company store here 
recently. The shoes were collected on 
twe trips around the world by Charles 
Osterkamp, St. Louis, Mo., shoe manu- 
facturer, and were brought to Omaha 
through the efforts of D. B. Woodyard, 
manager of the local Penney store, and 
William F. Kirkman, manager of the 
shoe department. 

The display was prepared by the edu- 
cational department of the Interna- 
ticnal Shoe Company, according to Mr. 
Kirkman. Included are shoes from 
Turkestan, Bulgaria, France, Belgium, 
Greece, China, Syria, Cuba, Mexico and 
Alaska. A large portion of the display | 
represented different periods of Ameri- | 
can history, and many were centuries | 
old. 

' 





Buy Savings Bonds 
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Single Shoe Purchases 
Arranged at Low Rate by DAV 


CARROLLTON, GA. — Amputees who 
need only one shoe may purchase them 
at a special low rate as the result of ar- 
rangements negotiated by John W. Bill, 
national service officer of Disabled Vet- 
erans of America, with a Nashville. 
Tenn., manufacturing concern. 

Single shoes are available at $1 each 
in all sizes and most styles, DVA spokes- 
men reported in Atlanta, Ga. Orders 
addressed to Flagg Warehouse, 920 
Ewing Avenue, Nashville, Tenn. 





Plan to Reactivate Tanners 
Council Associates Endorsed 


[CONTINUED FROM PAGE 95] 


Complete details of the T.C.A. Plan 
will be reviewed for present members 
and to prospective members at a series 
of regional meetings to be held in the 
near future. 

Regional executive committees elected 
by members of the T.C.A. for 1947 in- 
clude: Boston: Fred W. Craigin, Allied 
Kid Co., (chairman) ; George C. Scott, 
American Hide & Leather Co.; J. L. 
Devaney, Armour Leather Company; 
Weldon E. Crosby, A. C. Lawrence 
Leather Co.; M. F. Dillon, John R. 
Evans & Co.; F. W. Anderson, Beggs 
& Cobb, Inc; Alfred C. Smith, Frank 
C. Meyer Co., Inc.; Attorneys: Fried- 
man, Atherton, King & Turner. Chica- 
go: L. C. Jagdfeld, Fred Rueping 
Leather Co., (chairman); H. S. Cham- 
pion, Gutmann & Co.; (vice-chairman) ; 
R. W. Halstead, Armour & Co.; L. J. 
Petrie, Ohio Leather Co.; S. A Pierson, 
Pfister & Vogel Tanning Co.; Attor- 
neys: Goldman, Allshouse & Healy. 


New York: Irving Fife, Allied Kid Co., . 


(chairman); Leslie Mabie, Armour 
Leather Co.; Cornelius Cameron, U. S. 
Leather Co.; Walter E. Feldmann, G. 
Levor & Co., Inc; Thos. E. Sinton, R. 
Neumann & Co.; Joseph Reich, Garden 
State Tanning, Inc.; Weldon E. Crosby, 
A. C. Lawrence Leather Co.; Attor- 
neys: Kaye, Scholer, Fierman & Hays. 
Philadelphia: John F. Bishop, Amal- 
gamated Leather Cos., (chairman) ; 
Norman W. Beal, McAdoo & Allen; 
Karl F. A. Hill, Dungan, Hood & Co.; 
Milton Hubschman, E. Hubschman & 
Sons; Harry J. Kohout, William Amer 
Co.; J. M. Lacey, Burk Brothers, Inc.; 
George H. McNeely, McNeely & Price; 
James C. Rogers, John R. Evans & 
Co.; C. Edward West, Surpass Leather 
Co.; Attorneys: Percival H. Granger. 
St. Louis: E. C. Manske, Colonial Tan- 
ning Company; F. A. Lyons, Pfister & 
Vogel Tg. Co.; C. S. Lowell, Beggs & 
Cobb, Inc.; W. G. Murdock, Agoos 
Leather Co; Harry Uffman, United 
States Leather Co.; E. E. Allen, Sur- 
pass Leather Co.; M. C. Campbell, 
Allied Kid Company; Attorneys: Jones, 
Hocker, Gladney & Grand. 
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WESTERN BOOTS 
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AUTHENTIC STYLING 
$g-25 


Ne. 4000 Brown 
No. 4001 Black 








* Choice Elk Uppers 
Pegged Shanks 
Fancy Stitching 
Oak Bend Outsoles 
Underslung Heels 
Goodyear Welt 
Construction 


Immediate Delivery 


SHOE 


ae) 
St New York 7, N. Y 


IN SPORTING 


PAAR ATH 


SANDALS 








SMOOTH ELK LEATHER 
Retan Leather 





No. 850 
Colors: BROWN, RED, WHITE 
Sizes: 5-12 $1.65 — 12'/2-3 $1.75 
No. 845—Same as above with Serviceable, 

Mon-Marking Brown Rubber Soles. 
Sizes: 5-12 $1.55— 124-3 $145 
Packed 346 pairs to case 
Minimum Orders—18 pairs 
Terms: Net 10 doys F.O.8. N. Y. 


ALLIED FOOTWEAR CO. 
154 Duane Street New York 13, N. Y. 














PLAID SHOE LACES 
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PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 


LYONS & COMPANY 


120 Deane Street, New York 7, N.Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 
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News of the Salesut dil Suypliers 


Amputee-Vet Praises Shoe 
Company’s Help 


BINGHAMTON, N. Y.—Captain John 
Horkett, of 60 Gerard avenue, here, 
former Endicott Johnson Shoe Com- 





CAPTAIN JOHN HORKETT 


pany employee who lost his left leg in 
the Battle of the Bulge, returned to 
his home town recently after more than 
two years in French, Belgian and 
American hospitals. 

Mr. Horkett, who disarms acquain- 
tances with his smile and cheerful nor- 
malcy, has enrolled in several Triple 
Cities College courses which will sup- 
plement his education until he is re- 
covered enough to return to work for 
Endicott Johnson. He said, in an in- 
terview with a reporter of the Bing- 
hamton Sun, that one of his first 
thoughts, when he was confined to a 
Belgian hospital, “was to write Charlie 
Johnson, inquiring about my job in the 
Boys’ and Youths’ Bottoming Room. 
The quick reply I received not only 
promised ‘me a permanent job when I 
returned but lifted me out of the 
blues.” 

Pointing out that Endicott Johnson 
sent their servicemen checks and news- 
papers during the war, he said “I’d like 
to tell George W. and Charles F. John- 
son, Jr., how very much we all appre- 
ciated their thoughtfulness.” Mr. Hor- 
kett spent five years in the Army, se2- 
ing action in both Pacific and Euro- 
pean theatres. 

Enthusiastic about the organization 
of an Amputee-Veterans unit in Bing- 
hamton, Captain Horkett said that for- 
mation of such a chapter would be of 
greatest assistance to area vets, and 
noted that a repair shop is badly need- 
ed, since amputees must go as far as 
Buffalo, Syracuse, or Wilkes-Barre 
when a mechanism fails. 
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Appoint Special 
Representative 


St. Louis, Mo. — The Tober-Saifer 
Shoe Manufacturing Company, here, has 
announced the appointment of W. R. 
Fine as special representative for the 
territories of Washington, Oregon, Ida- 
ho and western Montana. Mr. Fine is 
well known in the territory, having rep 
resented the International Shoe Com- 
pany there until his recent resignatior. 
He will represent both the Jolene and 
Victoria Cross divisions of the Tober- 
Saifer Shoe Manufacturing Company. 

Mr. Fine has been actively engaged in 
the retail shoe business and is recognized 
as an authority on retailers’ problems 
and retail store promotion. 

During World War II, he served as 
captain in the United States Army, 
O.S.S., espionage division. 


Stitchdown Association 
Honors Hoffenberg 


NEw York. — Isadore Hoffenberg, 
of A. Werman & Sons and president 
of the Stitchdown Shoe Manufacturers’ 
Association, was honored recently at a 
testimonial dinner at the Vanderbilt 
Hotel here. Mr. Hoffenberg was praised 
for his 10 years of service to the 


S.S.M.A. before more than 100 mem- 
bers of the association and other busi- 
ness associates. 

Speakers at the dinner included Ben- 
jamin Schwartz, former president of 
the Guild of Better Shoe Manufactur- 
ers and former president of the Shoe 
Manufacturers Board of Trade; Har- 
old Gessner, president of the National 
Association of Slipper and Playshoe 
Manufacturers; Benjamin Seligman, 
general counsel for the SSMA, and Mr. 
Hoffenberg. 


Montreal Shoe Manufacturers 
Elect Officers 


MONTREAL, CANADA. — Edouard Du- 
puis, of Aird & Son, Ltd., was elected 
president of the Montreal Shoe Manu- 
facturers Association for the current 
year, at a recent meeting. 

Other officers elected were: Maurice 
Corbeil, Tétrault Shoe, Ltd., Ist vice- 
vresident; John H. Lane, T. H. Lane 
Shoe Company, Ltd., 2nd vice-president; 
Lucien Bougie, Lucien Bougie Shoe 
Mfg., secretary; Paul Ouimet, C. P. 
Ouimet Shoe Company, Ltd., treasurer; 
Paul E. Pigeon, Narwil Shoe Com- 
pany, Ltd., active secretary; directors: 
Georges Dufresne, Slater Shoe Com- 
pany, Ltd.; H. B. LaGrenade, H. B. La 
Grenade Shoe Mfg., Ltd. 





_ Students Judge Shoes for Best Design 





St. Lowis, Mo.—Students of Washington University's shoe desig 


a class attended 


@ prevue recently of Moulton Bartiey's Fall line following a buffet supper given 
by the firm at the Lennoz Hotel. In the above photograph, students are studying 
various models to determine what models in their opinion will create mass vol- 
ume demand. Left to right, rear, Mr. Bartley, vice-president of the firm talks with 
Dean Kenneth E. Hudson of Washington University's School of Fine Arts while in 
the extreme right, rear, James S$. Legg, sales-monager of Moulton-Bartiey, toelks 


to a student designer. 
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Edwin Clapp Salesmen 
Attend Conference 


East WEYMOUTH, MAss. — Salesmen 
for Edwin Clapp & Son, Inc., here re- 
cently for a one-week conference, were 
told by Edwin Clapp Lincoln, president 
and grandson of the founder of the 
business, that every effort will be made 
to maintain and even improve the qual- 
ity of Edwin Clapp shoes and that 
quality will not be sacrificed to produc- 
tion. “Ours is a factory steeped in the 
tradition of quality,” he said, “and high 
standards will be maintained.” The 
salesmen were also shown many new 
styles in the young men’s field which 
have been added to the line. 

Following the conference, the sales- 
men left for their territories: Joe Sever- 
ance, in the Southeast; Davis Drink- 
water, in the Midwest; Bill Billet, in the 
Southwest; Forde Johnsen, on the 
Pacific Coast; and Sumner Chandler, in 
New England. 





Made Sales Representative for 
Eastern Metropolitan Areas 


New York. — The appointment of 
James De Marco as representative for 
Middletown Footwear, Inc., in the 
metropolitan areas of New York, Phila- 
delphia, Baltimore, and Washington, 
and in New Jersey, was announced re- 
cently. Mr. De Marco was formerly a 
buyer at Wanamaker’s in New York 
and more recently in Philadelphia. 

Mr. De Marco resides in Middle Vil- 
lage, Long Island, is married and the 
father of five children. 





Announce New Southwestern 
Sales Representative ~- 


BINGHAMTON, N. Y.—Morton Freed- 
man has been appointed Southwest rep- 
resentative for Vogues by Jamesie, a 
division of the Endicott Johnson Cor- 
poration, according to an announce- 
ment made recently by Harry L. John- 
son, sales manager. 

His territory will include the states 
of Arkansas, Kansas, Louisiana, Mis- 
souri, Nebraska, Oklahoma, and Texas. 

Mr. Freedman has covered this ter- 
ritory for other shoe companies over 
the past several years. He will make 
his headquarters in Dallas. 





Joins Sandler Sales 
Organization 

Boston, Mass.—Ray Oppenheimer 
has joined A. Sandler and Company, 
here, covering Texas, Arkansas, Louisi- 
ana, Oklahoma and New Mexico, sup- 
plementing the work that Jack Weis- 
man does in this territory. 

Mr. Oppenheimer has spent some 
twenty-five years in this territory for 
Tweedy Footwear Corp. and Brauer 
Bros. prior to taking the Sandler line. 
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Move to Larger Quarters 
For Expansion 


Brockton, Mass. — To take care of 
the firm’s expanding business, the R. J. 
Potvin Shoe Company, makers of hand- 





RICHARD J. POTVIN 


=” 

lasted baby moccasins, has moved to 
larger quarters at 67 Perkins avenue, 
in the Campello section of this city. 

In business here since last July, the 
demand for the product has already 
made this expansion necessary, with the 
rumber of workers increased to 20. The 
company now occupies two floors of the 
Thompson Shoe Products Co. building. 

Richard J. Potvin, owner of the busi- 
ness, has had many years of experience 
in the shoe industry. For some time he 
was connected with the sales division of 
the International Shoe Co., with head- 
quarters in the East. Later he resigned 
to enter the jobbing business in Pro- 
vidence, R. I., from which city he moved 
here to establish his own business in the 
Summer of 1946. 





Superintendent Honored 
At Resignation 


PITTSFIELD, N. H.—George R. Roberts. 
superintendent at the Adams Bros. Shoe 
Co. here for nearly three years, has re- 
signed and accepted a similar position 
at the Laconia Shoe Co. in Laconia. 

Mr. Roberts, who was connected with 
the Hubbard Shoe Co. in Rochester be- 
fore coming to Pittsfield, was presented 
a wrist watch on behalf of the Pitts- 
field plant’s employees. 

Part of Mr. Roberts’ duties here were 
immediately taken over by Daniel H. 
Sheehan, formerly with the J. F. Me- 
Elwain Co. in Manchester. 





International Fur and Leather 
Workers Move Headquarters 


Enptcott, N. Y.—Headquarters of 
District 3, International Fur & Leather 
Workers Union, CIO, will be moved 
from Williamsport, Pa., to this city in 
April. Offices will be located at 127 
Washington Ave., where a staff of five 
will be maintained. 





Named Sales Representative 
For O’Neill Shoe Company 


St. Louis, Mo.—J. A. “Jack” Spur- 
lock has been named to represent the 
L. J. O’Neill Shoe Co. as a salesman in 
the southern and midwestern territory 
by L. J. O'Neill, president of the firm. 
Covering Kansas, Nebraska, Oklahoma, 
Texas, Colorado, Arkansas and Louisi- 
ana, Mr. Spurlock will make his head- 
quarters in Oklahoma City. 

Well known to the territory, Mr. 
Spurlock represented the Florsheim line 
in those states during the past decade 
and in the prior ten-year period he was 
a salesman for the Julian Kokenge 
Shoe Co. The O’Neill firm features a 
high grade women’s line retailing at 
$13.95. 


Shoeman Works Full Day 
On 81st Birthday 


St. Lovis, Mo.—Jacob Weil, father 
of M. K. Weil, head of the M. K. Weil 
Shoe Co., celebrated his 81st birthday 
recently by an active day’s work at his 
son’s establishment. 

Fondly referred to as “Pop,” Mr. Weil 
retired from the shoe business when he 
was 65, but when his son entered the 
jobbing and wholesale business about 
15 years ago he decided to become ac- 
tive in it and has reported to work 
daily since. 








Manufacturing Payrolls and 
Employment Show Jan. Gains 


New YorkK—Manufacturing payrolls 
in New York State during January 
showed an increase of more than 2800 
workers over December, according to an 
announcement by Industrial Commis- 
sioner Edward Corsi. An estimated total 
of 1,901,800 workers were employed in 
January by the State’s manufacturing 
industries. These statistics are based 
on reports from 2736 firms filed with 
Mr. Corsi by the Bureau of Research 
and Statistics of the Division of Place- 
ment and Unemployment Insurance. 

Seasonal losses in food processing 
plants and a post-holiday let-down in 
numerous manufacturing industries, 
were counterbalanced by factors such as 
avoidance of a nation-wide coal strike, 
resultant increased production schedules 
in various coal using industries. 

Factory employment during January 
was 0.2 per cent higher than the Decem- 
ber level, and numerous wage-rate in- 
creases and increased overtime in many 
industries resulted in a payroll rise of 
2.1 per cent. Average weekly earnings 
in January were $52.21, an increase of 
97 cents over December, and an increase 
of $4.97 over January of last year. Em- 
ployment and payrolls rose 10.3 per cent 
and 23.1 per cent, respectively. 

With shoe and glove manufacture off, 
the leather industry dropped below the 
December employment level by 1.3 per 
cent. However, because of pay raises 
in many factories payrolls were 1.2 per 
cent higher. 
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MEN'S SHOES 












WHEN STYLE'S 
IN THE PICTURE 
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@.L coucias F SHOE CO.. BROCKTON 1S. MASS. 
New York Offices, 508-5 10 Marbridge Bidg, New York 1, N.Y. 
‘West Coast Offices, 401-402 Haas Bidg., Los Angeles 14, Calif. 








SHOE CLEANER 


SENSATIONAL 


White Dry Shoe Cleaner 














Cost, $1.85 Dz. — $19.20 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


2900 S. Michigan Ave., Chicago, Ill. 




















PRICE TICKETS 











Great Little Time Savers | 


PRICE TICKETS: Size 1,” wido. 
24%,” high: prices 25¢ to $1200] | 
Cardboard white, prices black. color 
designs . . . choice of Green. Blue. 
Orange. Brown. Lavender. Samples 
on request. 30¢ a doz. 12 doz. 
$3.00. 


MERCHANTS SERVICE DEPT. 
#209 S. State St., Chicago, i. 
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Tanner Heads Leather and 
Hides Group for Greek Fund 


New YorkK—Lee Marshall, chairman 
of New York City Greek War Relief 
Campaign today announced the appoint- 
ment of Meyer Dworetsky, vice-presi- 
dent of Toxaway Tanning Company, as 
chairman of the Leather and Hides 
Group, Commerce and Industry Divi- 
sion, current national campaign to raise 
$12,000,000. The Commerce and Indus- 
try Division, which will solicit corporate 
gifts from business firms and organiza- 
tions throughout the Metropolitan area, 
has a goal of $1,000,000. 





Annual Report Shows Schiff 
Company Doubles Profits 


New York.—The 1946 anual report 
of The Schiff Company, which operates 
315 shoe stores and departments 
throughout the country, released recent- 
ly, shows a consolidated net profit of 
$1,897,567.00 after taxes, against $618,- 
159.80 in 1945. 

After deduction of non-recurring 
profits from the sale of real estate in 
the amount of $275,432.91, the net prof- 
it for 1946 was equivalent to $7.28 per 
common share on the 222,750 common 
shares outstanding at December 31, 
1946. Based on the present capitaliza- 
tion this compares with $2.77 per com- 
mon share in 1945. Cash dividends 
amounting to $1.75 per common share 
were paid during 1946. 

The above earnings figures include 
earnings of the company’s wholly-owned 
subsidiary, Block Shoe Stores, Inc., for 
the whole year 1946, and of the wholly- 
owned subsidiary, Norrwock Shoe Com- 
pany, from the date of acquisition of 
that subsidiary on July 19, 1946. 

In the latter part of 1946, The Schiff 
Company increased its holdings in the 
common stock of A. S. Beck Shoe Cor- 
poration from the 85,786 shares pur- 
chased in 1945 to 213,053 shares, repre- 
senting slightly more than 51% of the 
outstanding common stock of A. S. Beck 
Shoe Corporation. Income from the 
company’s holding of A. S. Beck Shoe 
Corporation shares are included only 
to the extent of dividends on common 
shares of Beck received in the year 
1946 amounting to $117,206.80. The 
undistributed earnings on Beck hold- 
ings are not figured. 





Sales Manager Spans U.S. and 
Back in Routine of Job 


Enpicott, N. Y.—The increasing 
tempo of modern business was demon- 
strated recently by Philip B. Coons, in 
charge of national sales and distribu- 
tion of Endicott Johnson sportswear, 
who flew to California with samples of 
sports shoes to show a large buyer and 
returned within a few days. 
took 16 hours each way. Mr. Coons said 


it once required three weeks and held | 
up production for that length of time. | 


The trip | 
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ENGINEERS’ BOOTS 


DeLUXE UTILITY BOOT 
FOR THE OUTDOOR MAN 


No. 4006 Brown 

No. 4007 Black 

© Plump Retan Uppers 

© Oak Bend Outsoles 

© Leather Heels 

© Strap & Buckle at instep 
and Top 

© Outside Leather 

Counters 

12" Height 

* Goodyear Welt 
Construction 

$g.50 

Sizes 6 to I! 


Immediate Delivery 


MARATHON SPORTING 


















SHOE CO INC 


New York 7. Nw Y 


116 Duone St 
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They're available again in almost 
unlimited quantities. They'll seii 
for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 


Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 


THE RUBBER COMPANY 


MASSILLON. OHIO 








Buy Savings Bonds 
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Qvuelity Shoes Since 1932 


From the Nation's 
Leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 

‘ 1215 Washington Ave. 
St. Lovis 3, Mo. 










BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO.., Inc. 


WOrth 2-5190-1 
79-81 Reade St., New York 7, N. Y. 
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WELT OXFORDS 





LING PReicto 


STOCK IN CHICAGO 


FOR PROFIT 









“BILLCO-EDS" 


White Suede with contrasting 
mudguard and 12/8 heel 


No. 1602 


White with Brown 
White with Black 


oko $3.09 Sizes: AA 6 te 9, : 


Net 8 4% te 9 


SOOM ORO H OEE ESOS ee SEH ESE SESE ESE SEES EESEE SESS 


Sport Shoes « Slipper 


asuals ° 


WILLIAM COHAN 


COMPANY 





White with Reqd | 


Immediate Delivery ; | 


3 WE SELL “U3 | 
QUALITY SHOES 
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Increases Advertising, as 
Production Is Enlarged 


St. Louts, Mo.—To maintain pace 
with the return to a highly competitive 
market the International Shoe Co. has 
announced a greatly expanded advertis- 
ing program for the remainder of 1947, 
which in the three children’s lines will 
nearly double the appropriation of the 
corresponding months of last year. 
Overall advertising will be stepped up 
from 25 to 50 percent over last year. 

Breaking in the fall, Roberts, John- 
son and Rand’s Poll Parrott Shoes, 
Friedman Shelby’s Red Goose Shoes and 
Peter’s Weatherbird Shoes will run 3 
or 4 three-fifth’s full color page inser- 
tions each in This Week plus 28 other 
Sunday newspaper supplements or roto 
sections in 50 top cities and towns in 
addition to continuing their present 
campaign with color ads in Life, Ladies’ 
Home Journal, Good Housekeeping, 
Parents and Look. Advertising in Coun- 
try Gentleman and Progressive Farmer 
also will be continued. 

The Vitality line of women’s shoes 
and the men’s line of Winthrop shoes 
advertising has been increased from 25 
to 50 percent. The Queen Quality line 
of women’s shoes has been stepped up 
about 25 percent over last year. 

In addition to increased national ad- 
vertising International has stepped up 
dealer cooperation on newspaper adver- 
tising and local radio time and will 
offer more dealer help through new 
neon signs, more direct mail pieces 
and better window displays. Window 
displays of a three dimensional type, 
have been purchased in quantity for 
dealers and will be furnished at a co- 
operative price. 

The expanded advertising program 
of International Shoe Co. ties up with 
the firm’s mounting production which 
currently is reported as 218,000 pairs 
a day. With 12 new factories either 
completed or in process of completion 
International’s anticipated production 
will be 300,000 pairs a day. 





Color Featured in 
Ad Expansion 


NEw York—Expanding its 1947 ad- 
vertising campaign in consumer pub- 
lications to an all time high, the Scholl 
Mfg. Company of Chicago is currently 
releasing schedules for Dr. Scholl’s foot 
products to more than 50 national maga- 
zines, 450 daily newspapers and Sun- 
day Magazine Supplements, including 
American Weekly, This Week, Parade, 
First 3 Markets Group and Buy-Lines. 

The program calls for a stepping up 
ef both size of space and frequency of 
insertion, with large space color ads in 
the Ladies’ Home Journal, in addition to 
half pages in Life and half column space 
in other leading magazines. 

Daily newspaper schedules will start 
in April and run two and three times 
a week in all important markets 
throughout the country. 





Miniature Pump for 


es Marketed 
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Gift Sal 








Canton, O.—A new idea to increase 
gift sales of shoes is the inclusion of a 
miniature (four inch) pump with the gift 
certificate. The pump comes in black, 
brown and gay colored plastics and can 
be labeled with the firm name. The man- 
ufacturer is the Campro Company, Cam- 
bridge, Ohio. 





Shoe Chain Features 
Champion Steer in Ads 


Cuicaco, ILtL.—Bowman Brothers, a 
shoe chain of 14 stores in Illinois and 
Iowa, is currently running ads featur- 
ing cowboy boots made by the Acme 
Boot Manufacturing Company, Clarks- 
ville, Tenn., the company which pur- 
chased for $4,100 the now famous hide 
of T.O. Pride, grand champion steer 
which was auctioned off for $44,365 to a 
Chicago packer. 

The ads lead off with “T.O. Pride Has 
Lost His Hide” (and we know where to 
find it), under which is run the news 
item that tells the story. “Sure "Nuff,” 
the ads read, “Bowman sells Acme Cow- 
boy boots, to every member of some 
families . . . even to cowboys from 
Texas ...” etc. 





Resigns to Become 


Sales Manager 


New York — Fred Zaiss, children’s 
shoe buyer for Aldens’ Chicago Mail 
Order Company, Chicago, IIl., is resign- 
ing his position with that company to 
become associated with the A. J. Beford 
Shoe, Inc., of Lititz, Penn., as sales man- 
ager. This change is effective as of 
April 1 as recently announced by Rich- 
ard Gould, president of the A. J. Beford 
Shoe, Inc. 


Experimental Footwear 
Bought by Army 

Boston, Mass.—The Boston Quar- 
termaster Depot announces contract 
awards covering the manufacture of 
two types of experimental] footwear. 

The Field & Flint Company is to 
make 610 pairs of experimental com- 
bat service boots at a price per pair 
of $15.00; and 55 pairs of experimen- 
tal service shoes with composition 
soles at a price of $9.75 per pair. The 
total amount involved is $9,686.25. 
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PILOT 
Work Shoes 


At New Low Prices 


Immediate Delivery from Stock 
any quantity —cny size runs 


© Brown, Plump, Smooth Split Leather 
Uppers 


e “Armortred Cord Wear," One Piece 
Molded Rubber Sole and Welting 


© Nailed Construction 
® Reinforced At All Points of Wear 
220435/, Boy's sizes 1-6 $2.35 
#20435, Gent's sizes 10-134 $2.10 
The 
PILOT SHOE CO. 





Honest-made since 1899 
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MOCCASINS 








WHITE RUBBER SOLE 
IN STOCK—CHICAGO — 
IMMEDIATE DELIVERY 








All-Over White Elk Moccasin oxford 
leather lined—white rubber sole 
Also Available in ef) 
Brown Elk—Brown 
Rubber or Leather j fF 
Sole ®& = - Ve 
$3-15 SS 
net £4, 
Sizes 48, #/4-9 med., &9 narrow. “ 
Packed 18 or 36 pair cases = 
GROBE-NIUS sxe 
7“ 


45 Se. Wells St., Chicago 6, Mi. 
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Manufacture New Line 


St. Louts, Mo.—‘We want to put 
profits on a year-round basis!” With 
these words, Joy Shoemakers, Inc., of 
St. Louis, creators of Junior Deb shoes, 
announced the basis of their recent 
change in operation. The Junior Deb 
Shoe Division of this company is now 
manufacturing an additional line of 
all-leather junior misses and misses 
shoes. 

The company has been at its new loca- 
tion at 2128 Washington Avenue in St. 
Louis since August of last year. The 
Junior Deb Shoe Division has been com- 
pletely retooled and the entire plant 
and offices are newly decorated. 

The new Joy shoes are made up in a 
wide range of sizes from 4 to 9, widths 
from triple A to B—with heel heights 
ranging from % to 15/8. All of the 
shoes have a youthful look, and empha- 
sis is placed on the new closed toe and 


heel silhouette and on the high-style | 


covered up look. 

Joy Shoemakers deal directly with re- 
tail outlets, making their shoes to re- 
tailers’ specifications. 





Slipper House Changes 
Process 


New York—Knights-Allen Co., Inc., 
of Haverhill, are the first in this coun- 
try to make men’s house slippers on 
the Sbicca-Del Mac process, it was an- 
nounced recently. 


Sie A, Cosenwent 


BRATTLEBORO, VT.—John A. Green- 
wood, the first and oldest salesman 
of Dunham Brothers Company, here, 





JOHN A. GREENWOOD 


distributors of footwear, died recently 
in a hospital in Springfield, Vermont. 

Mr. Greenwood represented the Dun- 
ham Company from September Ist, 
1894 to January Ist, 1946. For some 
time he was the only representative 
of the company, but, as new salesmen 
were added, his territory was outlined 
to include parts of the states of Ver- 
mont and New Hampshire as well as a 
smal] section of northern Massachu- 
setts. 
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RIDING BOOTS 
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BEFORE YOU BUY COMPARE 
VALUES!! 


RIDING 
ENGINEER'S BOOT 


$8.9 Style Ne. 


3740 
* Brown 17” Boot 
* Reinforced Steel Shank 
* Full Leather Heel 
* Heavy Plump Elk 
* Goodyear Welt Construc- 
tion 








* Viscolized Outer Sole 
* Built to Stand Heavy 
Wear 


Sizes 7-12 
D Width 


“Amoft ~~ 


SHOE CO., INC., 101 DUANE ST., N.Y.C. 
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RHINESTONES 











Ist Quality imported 
crystal stones set with 
prongs on gold & 
) silver background. 

‘te $7.20 per doz. Write 














GOLF SHOES 








GOLFERS DEMAND QUALITY 


PAR-BUSTERS HAVE IT 


We don't strip our shoes of essential 


features to save you pennies 
+ Removable Spikes 
36-95 






* Choice Selected 
Uppers 

*Rich Bootmaker's 
Finish 

* Real Raised Moc- 
casins 
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MEN'S SNUGFIT RUBBERS 
Pat. Molded Process 
CLOG Noe. 2068, 
2070, $1.10 per pair. 

.0.8. Packed 





small, medium end large. 
tn stock. Write or Wire. 


AMERICAN SHOE CO. 
25! W. Jeft. Ave., 
DETROIT 26, MICH. 











FOOT SOCKS 








LYCO Foot Socks 


Snug Fit 
Prevents Irritation 
Protects Hose 





GRADES: *Celanese Rayon ...$2.75 per doz. 

Quality Cotton ... 1.80 per doz. 
“Reg. U.S. Pat. Office 

SIZES: 8% to 11. 

PACKING: Individual dozen boxes also Colorful 

and attractive COUNTER DISPLAY (as illustrated 

above, 6 dozen assorted, sizes $% to 11). 

Write for Samples also HOSIERY FORM Information. 


LYONS & COMPANY 


Quality Shoe Store Supplies Since 1900 
120 DUANE STREET NEW YORK 7, N. Y. 


pairs 
pairs 














Announce Additions to 


Sales Organization 

New YorK—The Cosmos Shoe Com- 
pany, with sales offices in the Empire 
State Building, recently announced that 
Carl H. Nathan, 727 Bittersweet Place, 
Chicago, Ill., and Walter Mainzer, 5591 
Waterman Ave., St. Louis, Mo., have 
joined the sales organization of the 
company. 





Will Add Men’s Shoe Store 


San Jose, CALIF.—Philip B. Herold 
of Herold’s Shoe Store, one of the lead- 
ing and oldest retail shoe establish- 
ments in San Jose, recently announced 
he is planning to establish a men’s shoe 
store at 40 South First Street. 

The building is being remodeled at 
a cost of $4100. Improvements will in- 
clude a brick and giass front, and alter- 
ations will conform to the Spanish type 
of architecture of the structure accord- 
ing to Mr. Herold. 

A stock balcony will also be installed. 
The store is expected to be ready for 
business about April 15. 
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Says Economic Ills Not 
Due to “Big Business” 

OLp Point ComFrorT, VA.—March 7. 
“Big government” and “big labor” are 
as much responsible as ‘big business’ 
for the economic ills which beset the 
country. Dean F. Byers Miller, of the 
University of Richmond’s School of 
Eusiness Administration, told retail 
merchants of the Virginia Peninsula at 
& banquet at the Hotel Chamberlain 
here Tuesday night. 

He proposed a triple-acting cure for 
what he termed the “economic mea- 
sles,” which is covering the body 
politic: 

(1) A better understanding and use 
of “good human relations”—relations 
between employer and employes and 
between producer and consumer. 

(2) The exercise of “business states- 
manship.” Since there is “no reason 
to believe that government will be out 
of business to any great extent in the 
future, let’s reverse the procedure and 
put a little business into government.” 

(3) The enactment of “sound” labor 
legislation. 





Appoint New Sales Manager 


Cuicaco, ILL.—F rank F. Nitchy has 
been appointed sales manager of the 
Eileen line for the Groves Shoe Com- 
pany here, it was announced recently. 

Mr. Nitchy has been with the com- 
pany for the past year and a half, in 
charge of the St. Louis office. Mr. 
Nitchy will make his offices in the 
Groves Chicago office at 311 W. Monroe 
street. 





Shoe Industry Included 
In Painting Series 


St. Louris, Mo.—Missouri’s shoe in- 
dustry will be included in the subject 
matter of Georges Schreiber, national- 
ly known artist, for a series of paint- 
ings depicting the Missouri scene. 
One of the artists selected by the 
American Association of Artists for 
the assignment, Mr. Schreiber and 
other painters are sponsored by the 
Scruggs - Vandervoort - Barney depart- 
ment store, St. Louis. 

Currently Mr. Schreiber is sketching 
factories in the St. Louis and Spring- 
field, Mo., area and other small towns 
in which shoe factories are located, but 
has not made a definite decision as to 
the location or phases of the industry 
he will paint. 





Sandler Trophy Presented 
At Ski Meet 


Boston, Mass.—Bea Sarver, of the 
advertising department of H. Sander 
Co., here, presented the Sandler 
Trophy and replicas to the three win- 
ners of the Combined Eastern Cham- 
pionship Ski Meet at North Conway, 
New Hampshire, recently. 





British Industries Fair 
Reopens After 8-Year Lapse 


Lonpon—The world’s greatest Trade 
Fair reopens in England on May 5, after 
a lapse of eight years. This is the 
British Industries Fair which, since it 
was first held in 1915, has attracted 
thousands of visitors from abroad annu- 
ally. In 1939, the last year, it was hold, 
it was visited by nearly 7000 overseas 
buyers. 

If accommodation had been available 
for all applications received by the 
closing date, September 28, 1946, more 
than 1,000,000 sq. ft. would have been 
occupied. As it is, a record number of 
3131 manufacturers will occupy 835,000 
sq. ft. 

Eighty separate trade groups will ex- 
hibit a comprehensive range of products 
manufactured for export. Included, of 
course, will be the shoe industry. 

The B.I.F. is unique in two respects. 
It is entirely British in character, and 
only goods produced in Britain, the 
British Commonwealth and other British 
countries may be shown, and the ex- 
hibitors are, with the single exception 
of the textile industry, manufacturers 
of the actual articles exhibited. 

The Fair will be held at Earls Court 
and Olympia, London, and at Castle 
Bromwich, Birmingham. Birmingham 
will show exhibits of engineering and 
hardware industries, while the London 
Section will contain products of all the 
light industries. 


The organizers of the B.I.F. have en- 
sured overseas visitors a smooth, 
pleasant and profitable trip. Foreign 
buyers and their families will be able 
to have free visas, but intending visitors 
are warned to have reserved all accom- 
modations before starting their journey 
to Britain. 


St. Louis Firm Reports 
Record Shipments 


St. Louis, Mo.—The annual report 
of the Rice-O’Neill Shoe Co. for the 
fiscal year ending November 30, 1946, 
shows a net profit for the firm of $141,- 
622.95 or a per share earning of the 
51,000 shares issued of $2.77. 

The report also showed the largest 
year in shipments in the history of the 
firm. The report further stated “we 
have been confronted during the past 
year with a substantial increase in the 
cost of materials and labor and it 
appears that these increased costs will 
continue for some time. We, however, 
face the future with continued hope 
and confidence.” 





Elected to Board of Selectmen 


FARMINGTON, N. H.—Edward J. Mros. 
assistant to the general manager of the 
H. O. Rondeau Shoe Co., was elected to 
the Board of Selectmen for a three-year 
term at the annual town meeting. 
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GOOD SHOE REPRESENTATIVE | | An Opportunity 


For live wire salesman to carry a 


WwW A N T E D | complete line of Women's dress 


shoes—sport oxfords and casuals 
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Wonderful opportunity for young, aggressive, | st South Dakote 
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CLASSIFIED ADVERTISING RATES 


The rate for undispiayed classified advertising is 10 cents a worc unger any of our classified headings. Minimum rate is $1.80 
for each insertion. When a box number is desired, addressed to any of our offices, 12 words must be added for this and charged 
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Classified advertising is payabie in agvance. Send check or money orcer with your copy. No accounts are opened fer classified 
advertising except for reguiar advertisers on contract. 

The rate for all dispiayea or boxee in Ciassified acvertisements is £7.00 an inch with a maximum of 46 words per inch. 


eal Advertisements for this page must be in our New York Office 10 deys preceding publication date = 
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SALESMAN WANTED 








SALESMEN: HANDLE COMPLETE LINE 
LADIES' HOUSE SLIPPERS. 
WRITE TERRITORY YOU COVER, 
AND REFERENCES. 


BELLE-CRAFT SLIPPER CORPORATION 
88 35th Street, Brooklyn, N. Y. 








SALESMEN WANTED— 


to sell manufacturers in stock line of 


MISSES, CHILDREN, GROWING 
GIRLS, AND WOMEN’S 
GOODYEAR WELTS 


State territory you cover, age, 
and present line now selling. 


Address 695, care BOOT & SHOE RECORDER 
100 East 42nd St, New York 17, N.Y. 











S: ALESMEN WANTED: All territories; Lead- 
ing Wholesaler specializing in Nationally ad- 
vertised brands of Rubber Footwear and Tennis. 
Applicant must 


May be carried as side line 

have following and be a producer. Address 
2717. care Boot & Shoe Recorder, 100 East 
42 nd Street, New York 17, BF 








A CTIVE SALESMEN WANTED to carry 
sideline of Wood Sole Shoes and Sandals. 
Seneationsl sales, College towns and beach re- 
orts. Commission 6%. References Line car- 
rying; territory desired. SEMLER SHOE CO., 
326 S. W. Washington, Portland 4, Oregon. 
T WO top-notch men, age 35 to 45 years, with 

high grade clientele, to represent manufac 
turer men’s quality footwear in central west 
(UL, Mich., Wisc.), and Southwest. Address 
2705, care Boot & Shoe Recorder, 209 S. State 
St., Chicago 4, Ill. 


S IDELINE Salesmen wanted by wel! estab- 
lished wholesaler of complete line popular 
priced work and dress shoes, tennis and rubbers 
Expansion of sales program needs experienced 
men in all territories. In applying write full 
details, experience, territory and references. 
Address #711, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 


ALESMEN wanted for established line of 

popular priced moccasins, golf, athletic foot- 
wear, work shoes and specialties. New York 
State also New York City and other territories. 
Drawing Account. Give experience and other 
details. Address #698, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York 17, 
a. Ve 
S ALESMEN wanted to cover Texas and Okla- 

homa with an in-stock established manufac- 
turer’s line of high grade women’s novelties 
and Goodyear welt sport shoes that retail at 
$6.00 to $6.50. An excellent opportunity for the 
right type. Exclusive representation preferred 
but will consider qualified person with non 
conflicting line. All replies confidential. Address 
#701 care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17. N. Y. 


S ALESMEN WANTED to carry Pullman 

slippers for men and women; exceptionally 
good promotion number. nationally advertised 
and publicised. Quality styled in matching 
zipper case. Cabretta and Capeskin, blue, brown, 
black; in all sizes: 10% commission; All terri- 
tories open. Mats and displays for dealers. 
Contact us immediately. U. S. LUGGAGE & 
LEATHER PRODUCTS CO., 29 West 34th 
Street, New York. 

ALESMEN WANTED to carry a side line 

of Men’s and Boys’ grade of dress 
shoes; also a complete line of Moccasins and 
Slippers of a good grade. Experienced sales- 
men with established. trade only. Territory 
open: New York, New Jersey, Pennsylvania, 
and Maryland States. Other territories open. 
5% commission basis. References necessary. Ad- 
dress #650, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 
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SIDE LINE SALESMAN WTD. 


BUSINESS OPPORTUNITY 





UTSTANDING LINE OF WOMEN’S 

NOVELTIES, CASUALS AND ARCH 

SHOES to retail at $5.00 and $6.00; All 

erritories. Interested in producers only. Address 

care Boot & Shoe Recorder, 100 East 
ie Ee 


Street, New York 17, 


3716 
42nd 








OCKET Samples or complete line infants 

shoes. Every Shoe in Stock. Liberal Com- 
mission. Beeson & Co., 303 E. Michigan Ave., 
Lansing 29, Mich. 


HOE SALESMAN to carry popular and 

medium priced men’s hose as sideline. Fol- 
lowing territories open: West coast, North- 
western states, North central states, New Eng- 
land. References with first letter. Address $703; 
care Boot & Shoe —— 100 East 42nd 
Street, New York 17, N. 





GIDELINE SALESMEN WANTED: OLD 
ESTABLISHED WHOLESALE SHOE 
FIRM handling complete line of Men's, Boys’, 
Women’s and Children’s Staples; Rubber Goods 

and Tennis Footwear. Most territories open. 
Write giving — and references, and 
state what territory desired. Address: A. 
GRALNICK SHOE COMPANY, 1315 WASH- 
INGTON AVENUE, ST. LOUIS, MO. 


TRAVELING ches salesmen to carry side line 

of men’s work shoes and slippers on commis- 
sion basis. Address #709, care Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass. 








POSITION WANTED 


ASSISTANT 
SALES MANAGER 


Of Nationally Advertised and Dis- 
tributed Line of Merchandise, with 
retail contacts in shoe industry, 
desires to make a change. Has 
had personal contact with buyers 
in Eastern States. Young, aggres- 
sive, and can give excellent ref- 
erences. 


Address 686. care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N.Y. 

















S UPERVISORY POSITION WANTED. Man 

offers Thirty-two years’ diversified experience 
in all phases and processes of shoe manufacture 
to progressive shoe factory. Salary secondary 
to opportunity to display ability. Address #707, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





BUSINESS OPPORTUNITY 


UNUSUAL OFFER 


Women's Shoe Store (popular price) ex- 
cellently located on best Chestnut Street 
block Philadelphia. Fifteen more months 
on lease, longer lease possible. Grossed 
$175,000 in 1946 under manager—owner 
operating other stores. Can readily gross 
$250,000 with persona! supervision. Store 
recently constructed with most modern 
fixtures and fittings. Owner willing to 
sell for $10,000 plus stock at dollar for 
dollar (approximately $25,000). All op- 
erating figures available, sale can be 
subject to prior audit. Will deal with 
responsible principals only. 


Address 710, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, M. Y. 
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UNUSUAL 
OPPORTUNITY 
FOR EXPORTERS 


Large Inventory of Unfinished 
Children's and Misses’ All-Leather 
Sandal Uppers. Dies and Clickers 
for cutting same offered for imme- 
diate sale. Write or wire for par- 


ticulars. 


Address 726, care BOOT a SHOE secowes 
100 East 42nd St., New York 17, N.Y. 














FOR SALE 


ARMY SHOES 


Immediate shipment Men's Army Shoes. Re 
built. Top quality. Continuous supply. 
SCHULTZ SHOE CO. 
908 N. 10th Street, St. Louis, Me. 

















FAMILY SHOE STORE FOR SALE in New 
Mexico town fourteen thousand population; 

Average yearly sales Sixty Thousand Dollars. 
Address #639, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





A DRIAN X-RAY MACHINE—used only six 
months; perfect condition. Address $718, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y¥ 





Geen going business for sale, owner must 
retire. Two ladies’ Specialty Shoe Shops 
in Mid-Southern at present doing a 
fine volume of business. Will sell these two 
stores separately or as a single unit. Address 
3704, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 

Line Wanted—CATCH 





S TORE AND TWO APARTMENT BUILD. 
ING next to Woolworth’s 5 & 10, in 100% 
location; sacrifice; 13 x 150. Address #680, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





HELP WANTED 


WANTED: Representative for exclusive dis- 

tribution in U. S. A. of high grade line 
of ENGLISH MADE SHOES. Only man 
with following of exclusive stores throughout 
the country would quality. One with New York 
office and showroom preferred. Established trade 
and sizeable turnover. Address “England 1947,” 
care Boot & Shoe Recorder, 190 East 42nd St., 
New York 17, N. Y. 








MANAGER FOR 
RETAIL SHOE DEPARTMENT 
IN LARGE SPECIALTY STORE 

Paducah, Ky. 

Excellent salary and bonus arrangement. Ex- 
Perienced Retail Shoe Manager preferred, 
A would consider experienced Assistant. 
Southern or Central Midwest States 
pon B 
IRVING P. BRIGHT COMPANY 
Keatucky 











Boot and Shee Recorder 























HELP WANTED 


HELP WANTED 


LINE WANTED 











strictly confidential. 





ATTENTION: SHOE SALESMEN 


Established manufacturer operating In-Stock 
Departments of women’s novelties and Good- 
year welt shoes retailing at $6.00 to $6.50, has 
openings for high caliber representatives. Due 
to expansion program, unusual opportunity for 
qualified and experienced men. Exclusive rep- 
resentation preferred but not necessarily re- 
quired in some areas. Guaranteed deliveries 
and excellent opportunity for high earnings. 
State present or preferred territory. All replies 


ADDRESS 700, CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 














FITTING ROOM FOREMAN 
Familiar With Highest Quality 
WOMEN’S SHOE PRODUCTION 


A fine place with the makers 
of one of the best known 
lines of Women’s High Qual- 
ity Shoes in the country, is 
open to the qualified man. 
Factory is located mid-west— 
the work is congenial and 
pays well. Please write about 
yourself and your past ex- 
perience fully. All corre- 
spondence will be held in 
strictest confidence. 


Address Box 713, care BOOT & SHOE RECORDER 
28 So. State Street, Chienge 4, til 





FACTORY 
SUPERINTENDENT 


for the Men's Division of one of the 
and best known manufacturers of High Grade 
Middle West. "Ths > cated, tn ue 
x person 
position must of be ° 
perienced in A on } re 
-7 XX, - bly be 4 to & = 
2. ified man con expect 
> 4 A. = by 
Please write about yourself and experi- 
ence in detail—your ion will be 
confidential 


Address Bex 725, care BOOT & SHOE RECORDER 
208 Se. State Street, Chicago, til. 


= 


ite 








L'Y EWIRE shoe man with office and show- 
room in heart of Boston shoe district in- 
terested in representing manufacturer. Address 
#708, care Boot & Shoe Recorder, 10 High St., 
Boston 10, Mass. 








S UCCESSFUL SALESMAN with established 
following among Al retailers and depart- 
ment stores in Southeastern states wants medium 
price manufacturer's line of ladies’ sport ox- 
fords or novelty shoes. Excellent background 
and references. Address +702, care Boot & 








Shoe Recorder. 100 East 42nd Street, New 
York 17, N. ¥ 
ANUFACTURER’S REPRESENTATIVE 
covering Michigan, Ohio, Indiana, resident 


Detroit, wants line in Men's and Athletic foot- 
wear. Address #714, care Boot & Shoe Re 
corder, East 42nd Street, New York 17, 
oe 


100 





INES of reliable Ladies’ Novelties and Sport 

Shoes for Chicago and approximately 200 
miles radius. Have good following. Address 
2706, care Boot & Shoe Recorder, 209 S. State 
St., Chicago 4, Il! 





OUTSTANDING SALESMAN 


with large following-department stores and 
retailers—N. Y. State, Conn. Mass. N. J., 
Metropolitan Areo—wonts to represent foc- 
tory of men's, women's or children's shoes 


Address 697, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


CHILDREN’S LINE WANTED 


Experienced shoe sales manager 
is desirous of securing a strong 
line of children's shoes for rep- 
resentation in Eastern territory. 
Has wide acquaintance with 
leading department stores and 
large retail establishments. Best 
of references 








Address 712, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, H. Y. 














WANTED TO PURCHASE 








XPERIENCED, AGGRESSIVE SALES- 

MAN AND SALES MANAGER, living in 
New York City, or the Metropolitan area, 
wanted for full time in medium sized factory 
making Women’s California process Slippers 
and Casuals. We anticipate going into Cemented 
Process in the near future. Give full confi- 
dential particulars in first letter. Address: 
Meltzer Footwear, Inc., 1905 Park Avenue, 
New York 35, N. Y 











FOREMAN 
BOTTOMING ROOM 


by manufacturer of nationally known, high 
quality welt shoes for women, factory in the 
Middle West. The position requires a moan 
between 40 and 50 yeors of age, who knows 
all about this porticular phase of women's 
shoe manufacture. To the acceptable person 
is offered a permanent, congenial connection 
end ao salary in keeping with the responsi- 
bility of the job. Your letter of application 
should cover all detoils of your experience 
end will be held in confidence. 


Address Bex 724, care BOOT & SHOE RECORDER 
209 Seuth State Street, Chicage, Il. 








UPERINTENDENT TO TAKE COM- 
PLETE CHARGE OF FACTORY; Manu 
facturers of Ladies’ High Grade Novelty Shoes. 
State age, salary and experience in your reply. 
Pennsylvania firm. Address #722, care Boot & 
er meneaien, 100 East 42nd Street, New 
ork 17, N. Y. 





LINE WANTED 














| 














WANTED 
Machine for Stamping, Pinking 
and Perforations on Men’s Shoes 


Address 613, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, H. Y. 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


om Ga & i lee 


BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone: WOrth 2-4548 








CASH FOR YOUR STORE 
Will buy stock, fixtures, lease. Shoe 
stores and Chains wanted in Pennsylvania, 
Jersey, Delaware. 

Aderess & SHOE RECORDER 
oe York 17, §.Y. 


2. ere BOOT & 
East 42nd Strest, New 
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LINE WANTED 


LINE WANTED > 


FUR TRIMMING 








GRADE WOMEN’S LINES. 


47 WEST 34TH STREET 





QUALITY LINES WANTED 


EXPERIENCED SALES REPRESENTATIVE SEEKS MEDIUM 
QUALITY MUST BE OUTSTANDING. 
BEHIND THEM HE WILL PUT EXPERIENCE AND CONTACTS 
OF MANY YEARS OF SUCCESSFUL SELLING. WELL-KNOWN, 
EASTERN SEABOARD TO ST. LOUIS. CONTACT. 


HARRY LESLEY 


MARX & NEWMAN CO. INC. 





NEW YORK CITY 





Net Earnings More 
Than Doubled 


ATLANTA, Ga. — Announcement has 
been made that net earnings of But- 
ler’s, Inc., Atlanta, operators of But- 
ler’s, Pollock’s and Boyd’s Shoe Stores 
in the South, for the six months ended 
November 30, 1946, were $213,281. 

A company spokesman said this com- 
pares with $89,378 for the correspond- 
ing period in 1945 and with $433,004 
for the entire 1946 fiscal year. 

“Sales for the six months ended No- 
vember 30 were $4,358,760, as compared 
with $3,464,412 for the same period in 
1945. Working capital totaled $1,959,- 
596 on November 30 last year and was 
$1,285,968 the same day the previous 
year,” it was stated. 
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—here's how to get 
More Business! 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


TORR R Ree eee ee eee eee ee eee eeeeeeee 














Shoe and Specialty 
Shop Expanded 


SEATTLE, WASH.—A_ $300,000 ex- 
pansion program is being completed 
by Best’s Apparel, Inc., wherein the 
Harry Perkins shoe shop is one of the 
major merchandising features. 

This expansion, the fourth for the 
exclusive women’s apparel shop since 
1935, is expected to be fully realized 
in the near future, and will give the 
smart women’s shoes and specialty 
store at Fifth avenue and Pine st., 
Seattle, approximately 6500 feet of 
new floor space on two floors of the 
Westlake Square Building to which it 
has been extended, as well as 12,000 
feet on a new fourth floor added to 
the Best Building. 





Fire Damages Store 


And Inventory 


ROCHESTER, N. Y.—A woman and 
three firemen were injured when fire 
swept the Torri Shoe Comfort Clinic 
storé at 1624 Clinton Ave., here, re- 
cently, with estimated loss of $6,500. 
The fire was discovered by Hyman B. 
Schwartz, manager. 

Flames were fed by a large stock of 
shoes arranged on ceiling-high racks. 
Mr. Schwartz told firemen that the 
store’s inventory was valued at about 
$15,000. Thomas Torri is operator of 
the business. 





Men’s and Boys’ Department 
Named “Stag Shop” 


MANCHESTER, N. H.—The new men’s 
and boys’ department at Satter’s Sun- 
dial Shoe Store at 972 Elm street, this 
city, has been named the Stag Shop. 

Besides footwear, the new department 
features hosiery and neckties. 





Store Moves 

ROCHESTER, N. Y.—The Thom McAn 
Shoe Store, formerly at 151 Main St., 
East, has been moved to 85 Main St., 
East. 








| 
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RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write for Quotetions te 


NATIONAL FUR DYEING CO. 
447 S. Hewitt St., Los Angeles 13, Calif. 











MERCHANTS’ NEEDS 








YOUR eckotper showing 
MEXICALI SANDALS 
is available. Best quality hearaches, san- 


dals, alpergatas, for mes, women & children. 
Write THE MEXICO CO., Dept. BSR, Cal- 
exico, Celifernia sent on request. 


Terms: 2/10, net 30. 














NYLONS 


© 51 GAUGE ° FIRST QUALITY 
* SHEER  ° FULL FASHIONED 
* ALL NYLON (TOP to TOE) 

* Beautiful New Spring Shades 
° SIZES 81/2 to 10% 


IMMEDIATE DELIVERY! ! 
NEW LOW PRICE! ! 


$15 22 
PARKER'S 


9040 Commercial Avenue 
Chicago 17, Illinois 
REgent 1030 


Terms: Net 10 Days. F.O.8. Chi- 
cago. Minimum Order 5 Dozen. 
Select Your Own Sizes. Satisfac- 
tion Guaranteed or Return At 
Our Expense. 














WANT « permanent business 
pg of your own? Leara 
0 ae ot 


DOYOU =": 


Earnings ef ea 
ph By yt 0 to $100 weekly. Not 
medical or g Sane Se bee Sees 
=a» Sauber peeded, mo goods to buy, no 
agency. Write for free booklet. 51 years 
business. 


Stephenson Method, Boston. 





5-30 Irvington St., 





Boot and Shoe Recorder 





























MERCHANTS’ NEEDS 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








sanutee ~~ ~Yhomees 

Relieves Pressure weeny Busine. fre 

tects Estargec Joints. 

Shape of Shee Stans Oclearee 

Ask Your Shoe Finding: 
Jobber 


Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee fi. Wis. 








SHOE FORMS REFINISHED 
and refinish Shee Forms, like new, 
Chaie Stores profit by 
refinish 2 pair FREE in 
newest shades for approval. 
with complete details 
SPRA-LAC REFINISHERS 
59 Spring Street, Waterbury 22. Connecticut 


We repair 2 
0 oe oor 











Looks to Youth for Future 


LoweLL, Mass.—With an eye to the 
future, The John Pilling Shoe Com- 
pany here, is currently waging & 
campaign to secure 17 and 18-year-old 
boys to learn the shoe trade. 

Pointing out that the shoe industry 
needs young blood to study the new 
problems of the industry and to as- 
sure its sustenance, the John Pilling 
Company is giving all opportunities 
possible to become post-top stitchers, 
bed lasters, side lasters, and to grad- 
uate to executive positions at the plant, 
which manufactures men’s shoes. 





Resigns, Takes New Position 


G. C. Murphy has resigned his posi- 
tion as shoe merchandiser of the Sub- 
way Store of Gimbel Brothers, Inc., in 
Philadelphia, Pa., to join the Erlanger 
stores of Ohio in a managerial position, 
it has been announced. Mr. Murphy had 
come to Gimbel’s from Pomeroy’s of 
Harrisburg, Pa., and had been previ- 
cusly commected with McCreery and Co. 
of Pittsburgh, Pa., for six years. 


New Manager Named 
To Hanan’s Shoe Store 


BALTIMORE, Mp.—L. J. Robarge, is 
the new manager of Hanan’s Shoe 
Store on Charles St., Baltimore, Md., 
taking the place of A. C. Voegley who 
has gone to Detroit, Mich., as man- 
ager. 


Shoe Company Consolidates 
In New Quarters 


Kansas City, Mo. — The Missouri 
Health Spot Shoe Stores, Inc., recently 
leased quarters in the William Rock- 
hill Nelson building at the northeast 
corner of Eleventh Street and Grand 
Avenue. The shoe firm will add a 
store there and will consolidate in the 
space the stores now at 316 East Elev- 
enth and at 1000 McGee Street. 
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YOUR MAME PROTECTED .. 


1215 Washingtos Aveave—St. Louis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert inte cash—ony quantity 
- WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. EK. WEIL SHOE CO. 


Contre! 4878 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 














BARIS BUYS 


Quality Shoes for Men, 
Women ind Children 
FOR CASH 


BARIS SHOE CO.., Inc. 
WOrth 2-5180-i 
79-81 Reade St., New Yerk 7, NM. Y. 


SELL YOUR JOB LOTS 


To 
SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 




















Quality Shoes for Men, Women 
and Children 


79-81 READ STREET 


BARIS BUYS for CASH 


Scrupsious Protection for your Name and Brand Since 1932 


BARIS SHOE CO., 
WOrth 2-5180 


Shoe Stores 


. Short Term Leases Assumed 


INC. 
NEW YORK 7, 6. Y. 











MY HOBBY 
Selling Shoes for 35 yeors 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reede Street New York 7, N. Y. 
Teleshese: WOrth 2-806) 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 
B. SABIN 


98 DUANE ST. NEW YORK 7, &. Y. 
Telephone WOrth 2-2515 

















GET TOP VALUE 
In Selling Your 
¢ SURPLUS STOCKS or 
¢ COMPLETE STORE 
CAMITTA SHOE CO. 


123 Ne. 4th St. Phila. 6, Pa. 
Pheee—LOMberd 2062 











Leases Theater Building 
For Shoe Store 


MARSHALL, TEXAS— The Dan Cohen 
Shoe Company of Cincinnati, Ohio, has 
leased the old Palace theatre building 
on North Washington Avenue, Mar- 
shall, for a period of ten years, where 
a modern shoe store will be opened. 

Remodeling of the building has al- 
ready been started, and it is expected 
the firm will open the new shoe store 
shortly before Easter. A complete line 
of men’s, women’s and children’s shoes 
will be carried. 

The Dan Cohen Shoe Company owns 
and operates 53 modern shoe stores 
throughout the nation at the present 
time. The nearest Cohen store to 
Marshall, is located at Shreveport, La. 


VETERAN WISHES TO PURCHASE 
FAMILY SHOE STORE in town of 15,000 
or more, located in Wi Minnesota or 


i bey * — he 100% on Lease 


jesired, 
JAMES , 3 ARENZ. Box 683, La Crosse, Wis 
consin. 


Edward W. Greene 


Hampton, N. H. — Edward W. 
Greene, who was associated with the 
leather business in Boston for a num- 
ber of years, died at his home on Win- 
nacummett road here recently. Mr. 
Greene was a native of Somersworth, 
and lived in Newton Center until three 
years ago. 





Arthur S. Patton 


St. Louis, Mo. — Funeral services 
were held here recently for Arthur S. 
Patton, president of the Arthur S. 
Patton Leather Co., whose death was 
attributed to complications following 
an operation. 

Mr. Patton, who was 66, founded the 
leather company bearing his name in 
1904. Surviving him are his widow, 
Mrs. Matilda Patton; two brothers and 
three sisters. 








WHEN THE GOING GETS ROUGH 
COUNT ON THESE 





Allen Edmond’s unique STOCK PLAN ; ‘ . es 
Consistent national advertising — year 


aires: a multiplies turn-over, ‘round in ESQUIRE, seasonally in 
pyramids profits. TIME, NEWSWEEK, HOLIDAY. 


f Allen Edmond’'s exclusive U-Turn 
eae. Advertising Aids— cooperative adver- 
tising, mat service, display material, 


Allen Edmond’s special Nailess Osteo- booklets, etc. 


path-ik Construction. 


Cllen Edmonds 


THE SHOE OF TOMORROW 


ALLEN EDMONDS SHOE CORPORATION + BELGIUM, WISCONSIN 


110 Boot and Shoe Recorder 














Ace Bows, Ime. ......--ceeees: — 


Acme Shoe Company ° sive eal 27 
Adrian, M. B., & Sons X-Ray Co. $9 
Air-Tred Shoe Company : wert 
len-Edmonés Shoe Co 110 
Allied Footwear Co. ........s0.s+-+05. 
Allied Kid Company ee 
American Oak Leather Co... ...... 4 
American Shoe Co. ..... i — 
Arnoff Shoe Co., Inc... .. 62, 72, 97, 103 
Asher Shoe Company ose 95 
Baris Shoe Company ee .102, 109 
Dace, G. BL, GB. «--.--cecs came 
Beckwith Mte. Co. s clemielie Daatee 12 
Broitman-Gaffin Shoe C ° eS 
Built-Up Heel Conference as — — 
Cambridge Rubber Co. 9, 17, 19, 31 
Camitta, Sam, & Sons ee 
Camitta Shoe Company , SS 
Chicago Shoe Market ................ 83 


Chicago Shoe Travelers’ Association.. 38 
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Keep Smart With KIWI 
“Say, where did you get hep to KIWI, Mom?” 


“From your dad. He got the KIWI habit overseas in 
the last war. And we've been getting it from the shoe 
store ever since.” 


“] think it's tops. It's full of rich oils and waxes that 
penetrate right into the pores of the leather and keep 
it soft and supple. Covers up those little nicks and 
scratches, too.” 


“Well, son, I'm glad you realize that smartness starts 
with a KIWI shine.” 


KIWI DARK TAN 


LIGHT TAN - MAHOGANY - OX BLOOD 
The ORIGINAL English STAIN shoe polishes 


Also KIWI BLACK + Brown - Tan - Transparent (Neutral) 


Non-stain shoe — Sole U. S. Distributor 
LYONS & CO. 


120 Duane Street 
New York 7, N.Y 
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Etonic Natbonal Advertising is Style News 
Throughout The Year. 

In Esquire — The Magazine of Men's 
Fashions 

In Pic — The Magazine for Young 
Men 

In Newsweek — The Magazine 
of News Significance 


And in The Nation's leading 
Newspapers Coast to Coast 





Etonic Britain Last 
Finest Fit in Footwear 


TONIC QUALITY Shoes 


: F On Displ 
mean sure, profitable Sales. Timely styling PO or 
... selected leathers ...lasts molded to National Shoe Fair 


ers. Feature Etonic business-builders .. . 
a few select franchises now available. o 


i 

' 

i | 

fit...all insure satisfied “repeat” custom- | 





MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON - FINE BOOTMAKERS SINCE 1876 


112 Boot and Shoe Recorder | 

















you want is 
consumer 
acceptance 


and that’s 


what you get in.. 


















A GLAMOUR boy is not born and is usually made over- 
night. When suddenly his hair is carefully brushed and his face 
starts to shine, parents usually know the reason WHY. And, when 
Johnnie starts to be fussy about his shoes, naturally he pays a 
visit to the Gerberich-Payne Dealer, for as any smart lad will 
tell you, Gerberich-Payne Dealers have the "right" shoes, ex- 
actly the kind all the kids want and find so hard-to-get; Ger- 
berichs and Gerberich-Payne Official Boy Scout Shoes. 
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